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Shuberts Call $1,000 
A Day Lawyer Into 
Insurance Case 


Winter Garden Production Loss 
Airs Special Contracts Be- 
tween Railroads and Shows 


INLAND MARINE POLICY 


Judge Hand of Federal Court to 
Decide Questions at Issue 
in Few Days 


Have the Shuberts, dominant figures in 
the commercial theatre, been saving 
money by playing the railroads against 
the insurance companies so that the in- 
surance companies have issued to them 
coverage on touring productions at a low 
rate, not knowing that the railroad com 
panies were offering transportation and 
baggage rate concessions under a special 
contract which had the effect of limiting 
the railroad company’s © liability 
damage ? 

On the other hand, does a shipper of 
theatrical goods by waiving his right of 
recovery against the railroad company 
thereby cancel any claim he has against 
the fire insurance company writing the 
ordinary policy of inland transportation? 

These are two of the questions now up 
for consideration by Judge Learned Hand 
of the Federal Court, Southern District of 
New York. Elis decision will be given in 
a few days. 


for 


Big Show Burns 


_ The litigation grew out of the burning 
in October, 1921, of a production from the 
Winter Garden, New York City, while the 
company, scenery and costumes were be- 
ing transported from Toronto to Montreal. 

The amount of the loss was about 
$136,000. 

Counsel for the Winter Garden Com- 
pany assert that this claim should have 
been paid by the Globe & Rutgers. Coun- 
sel for the Globe & Rutgers dispute the 
statement. 

_The case has been argued by a fleet of 
distinguished counsel, which has included 
“the lawyer’s lawyer,’ Max Steuer, who 
appears in court for a fee of $1,000 a 
day, and who recently told ship news re- 
porters upon the occasion of a European 
trip that his legal income was in excess 
of $300,000 a year. Steuer appeared for 
the Winter Garden Company. William 
Otis Badger, Jr., of 75 Fulton street, was 
also one of the counsel for the Shuberts. 
Counsel for the Globe & Rutgers 
Davies, Auerbach & Cornell. 


is 


The Winter Garden’s Side 


In discussing the Winter Garden side 
of the case Mr. Badger said to THE 
EAsTeRN UNDERWRITER: 

“In our opinion a shipper of theatrical 
goods, by waiving his right of recovery 
against the railroad company, does not 


(Continued on page 29) 
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PHOENIX 


Assurance Company, Ltd., 
of London 


100 William Street, New York 


A corporation which has stood the test of 
time! 142 years of successful business opera- 
tion. World-wide interests. Absolute «ecur- 
ity. Excellent service and facilities. 


PHOENIX 


indemnity Company 











75 Maiden Lane, New York 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 


INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 








The Oldest American Fire and Marine 
Insurance Company 
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Penn Mutual Conventions 
At our Eastern Regional Convention in September there were twenty- 
four Field speakers, and only five Home Office. They touched almost 
every phase of salesmanship,—prospect-gathering, income plans, mail plans, 
approach, closing, inheritance tax coverage, etc. Star salesmen gave 
their standard sales talks. In brief, there was a comprehensive and inten- 
sive survey of salesmanship. 
This form of Convention is but one evidence of the modern method 
of instructional co-operation between our Home Office and Field. 


We have places for men and women who believe that constant life insur. 
ance education is as necessary as constant industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organised 1847 




















John Hancock Life 
Revises All Its 
Policy Forms 


Many Liberalized Provisions In- 
cluded; Physical Appearance 
Completely Changed 


NOVELTIES IN RATE BOOK 


All Rates and Values Under Each 
Age; Increased Values, Divi- 
dends and Interest 


The John Hancock Mutual Life has 
made a thorough revision of its ordi- 
nary policies, with liberalized provisions, 
simplified language and also a complete 
change in the physical appearance of 
the policies. In general appearance, the 
forms are reduced in size, making them 
convenient for filing. The signature cut 
has been retained but the lithographed 
border has been eliminated. 


What Changes Are 

Nonforfeiture and loan values will be 
available after the payment of two full 
annual premiums. The surrender charge 
will be $10 per $1,000 after the second 
year, the third year $5 and after the 
third year the value will be the full 
reserve. Nonforfeiture values will be 
on the same basis. Hereafter values 
will be shown for each $1,000 of insur- 
ance, 

Monthly installment policies will car- 
ry -a disability clause for an amount 
corresponding to the amount of month- 
ly installments payable. 

Novel Features of Rate Book 

The company’s rate book 
entirely reset in a different size and 
form. The rates and values are grouped 
together under each age. The vest 
pocket size has been abandoned for a 
larger form. 

A new loan clause provides that if a 
policy is not assigned and is payable to 
a revocable beneficiary, loans will be 
made on the sole signature of the in- 
sured. Heretofore only premium loans 
could be obtained in this manner. Loan 
interest will be payable annually. 

Options of settlement have been en- 
tirely rewritten and the basis of calcu- 
lation has been changed to 344% which 
makes a material difference in the 
amounts payable under the various ob- 
tains. 

The company made a careful study of 
the disability provision and now grants 
standard disability in event of total and 
permanent disability before the anniver- 
sary of the policy nearest the sixtieth 
birthday of the insured and the new 
provision permits collection of premiums 
for the balance of the policy year by 
providing that waiver of premiums does 
not begin until the anniversary of the 
policy following commencement of the 
disability. The premium charge is also 
slightly less. 

The accidental death benefit double 


(Continued on page 13) 
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Vote! 











From 1888 to 1912, the vote for President of the United States 
increased at the rate of about 600,000 ballots every four years. 
In 1916 it reached 18,528,743 votes, an increase of 3,497,574 in 
four years. 


In 1920, with women voting in many States, the total vote was 
26,705,346; but large as that figure was, it was disappointing, 
since the men who might have voted numbered 27,661,880, and 
women numbered 26,759,952—a total of 54,421,832. 


Vote Nov. 4 


This is the first national election in which complete univer- 
sal suffrage will be effective in the United States. If the fidelity 
of women to civic duty equals their devotion to home and fam- 
ily, their vote should equal the vote of the men and the total 
should exceed 50,000,000. 


The task before the people of the United States—men and 
women—is to make democracy secure and to keep it secure. That 
will take all our strength, will tax our intelligence to the utmost, 
and call for our keenest vigilance. Voting is our privilege, our 
obligation—perhaps even our burden. But it is also our most 
effective weapon. Short of serious illness, no excuse for fail- 
ing to vote can pass muster. Whether Election Day brings heat 
or cold, rain or shine, calm or blizzard, get to the polls and 
vote! 


METROPOLITAN LIFE INSURANCE COMPANY 
HALEY FISKE, President 
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Develops Juvenile 
Policy Provisions 


LINCOLN NATIONAL’S PLANS 





Company’s $500 Minimum Approved by 
All But Four States; Additional In- 


surance On Original Beneficiary 





The Lincoln National Life of Fort 
Wayne, Ind., has developed thoroughly 
its plans for writing juvenile business 
some of its provisions being as follows: 

Juvenile policies will be issued for a 
minimum of $500. The same restrictions 
will apply in connection with other 
policies for this amount. 

The juvenile policies have now re- 
ceived the approval of the insurance de- 
partments of all states in which the com- 
pany does business with the exception 
of Colorado, Nebraska, New Jersey and 
North Carolina. In each of these states 
there is a statute or departmental ruling 
limiting the amount of insurance which 
may be written on children below the 
limit which has been placed for these 
policies. 

The company will issue additional in- 
surance up to $3,000 on the original 
beneficiary based upon the examination 
made in connection with the juvenile 
policy regardless of the amount of other 
insurance on original beneficiary’s life al- 
ready carried in the company. 

Following are the premium rates for 
preliminary insurance in connection with 
juvenile policies. These rates do not in 
clude the payor insurance provision. 
The additional preliminary insurance 
premium for payor insurance will be one- 
twelfth of the annual extra premium for 
payor insurance as the juvenile rate book 
gives it for the particular plan and ages 
upon which the regular policy is based. 


Prem. Per Prem. Per 
Age Month Age Month 
Under 6 Mo. $1.25 8 $ .69 
1 1.02 9 64 

2 1.14 10 60 

3 1.15 11 61 

4 1.14 12 61 

5 1.10 13 61 

6 92 14 61 

v4 79 


ACTUARY BECOMES MANAGER 
J. E. Flanigan, of Bankers’ Life, Be- 
comes Agency Manager at New 
York; E. McConney Made 
Actuary 
The Bankers Life of Des Moines has 
appointed as its agency manager at New 
York, J. E. Flanigan, who has been 
actuary of the company since 1917 Mr. 
Flanigan succeeds A. If. Boles, who has 
resigned. The change will become ef- 

fective February next. 

To succeed Mr. Flanigan as actuary 
the Bankers Life has appointed the 
assistant actuary, Ek. McConney, who has 
held that position since 1919. D. N. 
Warters moves up to second in line as 
assistant actuary. 


BIG FRATERNAL BUILDINGS 

The largest fraternal insurance build- 
ing in the world is being erected in 
Columbus, Ohio, by the American I[n- 
surance Union. The building will be 
thirty stories high with a prominent 
tower which will house a set of chimes. 

The Order of. United Commercial 
Travelers has just completed the erectioin 
at Columbus of a new building which 
cost three- quarters of a million dollars. 





MAKES A $4,000,000 LOAN 

The Metropolitan Life has made a $4,- 
000,000 building loan to the Bank of 
America on the twenty-three story struc- 
ture the bank is erecting on the site at 
Wall and William streets. The building 
is to occupy the entire block front on 
William street between Wall and Pine 
streets. 











Persuasion 


Ours is a business of persua- 
ding men to do what they have 
heretofore thought there was 
no immediate need of doing. 

An automobile salesman can 
sell a car without talking if he 
carries his prospect in a demon- 
makes it do all 


stration car and 


that the prospect requires of it. 
The performance of that car, 
if the demonstrator understands 
his business does all the per- 


suading that is necessary. 


The agent who is prepared 
by study—can surprise his pros- 
pect with the adaptability of his 
contracts to every possible con- 


dition. 


The Prudential 


Insurance Company of America 
Epwarp D. DurrieLp, President 


Home Office: Newark, New Jersey 


Ly 
STRENGTH OF! 
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Several Equitable 
Departments Moved 


NOW IN NEW “HOME OFFICE 


Big Task Smoothly Carried Out Under 
Direction of Vice-President Fisher; 
Used Schedule 





Some of the largest departments of the 
Equitable Life Assurance Society have 
heen moved to the society’s new building 
at 393 Seventh avenue. Last week the 
following departments were transferred 
from the downtown offices at 120 Broad- 
way: actuary, bureau of issue, medical, 
inspectiol, cliams, cashier and Assistant 
Treasurer Richmond. 

The moving—a big undertaking—was 
carried out with great smoothness and 
was made possible by a fixed schedule for 
transferring the records and equipment 
of the departments. 

The sacrifice of the half-holiday on 
Saturday and the full holiday on Colum- 
bus day by a large portion of the home 
office staff was an expression of the 
loyalty which has_ characterized the 
[quite ible’s organization whenever there 
is a big job on hand. The transfer was 
made under the supervision of Second 
Vice-President Leon O. Fisher, and was 
completed in less time than had _ been 
deemed possible even under the most fav- 
orable conditions. In a special letter to 
the home office staff President Day ex- 
pressed his keen appreciation of the effi- 
ciency and devotion manifested by all in 
conection with this task. 


WINSLOW RUSSELL PRESIDENT 


Phoenix Mutual ‘Vieo-Peuslies Elected 
Head of American Society of 
Sales Executives 
Winslow’ Russell, vice-president and 
agency manager of the Phoenix Mutual 
Life Insurance Co., was elected chairman 
of the American Society of Sales Execu- 
tives at its annual meeting held October 
10, at the Greenbrier Hotel, White Sul- 
phur Springs, W. Va. This organization 
is composed of one sales executive from 
each of the thirty-five leading industries 
of the country. Other officers elected 
were Edgar J. Little, branch manager of 
the Wahl Co., New York City, secretary, 
and F. H. Dickinson, sales manager of the 
Tide Water Oil Sales Corporation, New 

York City, treasurer. 


TONS OF ADVERTISING MATTER 





Aetna Life Advertisement in Current 
Publications Over Seventy Millions 
for November Alone 
The Aetna Life advertising campaign 
for the coming season was launched in 
the current magazines, and an _ enter- 
prising member of the Aetna Life or- 
vanization has figured out that well over 
seventy million advertisements, the com- 
bined weight of which will approximate 
1,000 tons, or the equivalent of a 25-car 
trainload, has been placed in the hands 
of the public. Placed edge to edge this 
huge volume of selling power would 
cover the entire city of St. Louis, every 
foot of ground in Washington and cover 
San Francisco or Boston over once and 

a half. 

Each month the life department will 
have a distinctly life advertisement. A 
new piece of copy in the November 
Magazine features group insurance. An- 
other group advertisement will follow 
in December. 





CHANGE AT PITTSBURGH 

The United Life and Accident of 
Concord, N. H., has appointed as its 
general agents at Pittsburgh, Messrs. 
Hunter and Dyer, succeed the Boyd- 
Richwine agency. Both Mr. Hunter and 
Mr. Dyer have been connected with the 
Pittsburgh agency for some time. Mr. 
Hunter will organize the territory and 
Mr. Dyer will conduct the office or- 
ganization. Both are personal pro- 
ducers. 
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The Object in Training Life Underwriters 


Ninth Paper 


The Equitable Life Assurance Society of the United States 
has always insisted that the life underwriter must be a trained 
expert. But the reason for this is not clearly recognized by 
the people. Norisit thoroughly understood by the agents them- 
selves. Indeed, the general belief is diametrically opposed to 
che truth. It is vaguely imagined that the object of this training 
is to furnish the agent with information to be passed on to his 
clients. On the contrary, the object is to save his clients the 
necessity of delving into the principles and practice of life insur- 
ance, or of studying the technical details of the business. 


The agent’s province is precisely like that of the lawyer or 
physician. 


A client goes to the lawyer for the express purpose of avozd- 
ing the necessity of studying legal theory and practice. 


An invalid goes to the physician to be cured; not to listen 
to lectures on anatomy, physiology, and surgery. 


But the client would not think of going to the lawyer un- 
less he believed him to be a professional expert. Nor would the 
invalid go to the doctor unless he believed him to be a thor- 
oughly competent physician. 


Thus it should be with the agent. His aim should be to get 
a training that will fit him to practice his calling as a profession. 


The father of a family and the business man, want protec- 


tion and peace of mind. They do not want to become insurance 
experts. But they know, or ought to know, that they need the 


advice and guidance of a trained expert—a_ professional life 
underwriter. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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Chart Of Agents New 
High “App” Record 


DAILY ANALYSIS OF CALLS 
Cc. H. Smith, ot Cute, me ¥s 
Writes and Pays for 262 Cases; 
Produced 288 Applications 





New world’s records for number of ap- 
plications written in one month do not 
last long these days. The latest one 
up to the time of going to press was 
that of C. H. Smith of. Cattaraugus, N. 
Y., who during September 15 to October 
15 inclusive sold and completed 262 
cases, each with an advance payment. 
He therefore claims the world’s record, 





C,. H. SMITH 


not only for writing the greatest num- 
ber of completed cases in a_ single 
month but also for the greatest num- 
ber of cases with advance payments. 
The largest previous record of com- 











EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 











With increased facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 








pleted cases reported was 251 in 
September, made by E. M. La Plant in 
Wisconsin. Harry Rosen, in September, 
1921 started the record-breaking by 
writing 157 applications. In April of this 
vear H. E. Scott of Demopolis, Ala., beat 
Mr. Rosen’s record with 176 policies for 
$450,000 in a town of 2,717 population and 
since then the record has been several 
times broken. Judging by the fervor 
with which life insurance salesmen all 
over the country are working to estab- 
lish new world’s records for the greatest 
number of completed cases in a single 
month, it would not be surprising if Mr. 
Smith’s record of 262 was not allowed 
to remain unchallenged for long but it 
is likely that his unique record of 262 
applications with an advance payment 
on each will stand for a long, long time. 

As a matter of fact, the accumulation 
of such a vast number of advance pay- 
ments in one month should prove a big 
and helpful lesson to the insurance fra- 
ternity. It has admittedly been one of 
the shortcomings of the profession that 
too many agents have concentrated on 
the single point of getting the appli- 
cant’s name on the dotted line and have 
paid altogether too little attention to the 





equally important point of securing a 
down payment on the contract. In fact, 
there are many who believe it utterly 
impossible to write any large number of 
consecutive cases with advance pay- 
ments, but Mr. Smith’s record proves the 
fallacy of this reasoning. As a matter 
of fact, this writer of insurance has not 
taken a single policy without an ad- 
vance payment in 22 consecutive months! 

Mr. Smith is the manager for Cat- 
taraugus county for the H. A. Vidal 
agency of the National Life of Vermont 
at Buffalo. He began writing insurance 
in 1920, up to which time he had been 
a painting contractor. 

When Mr. Vidal proposed that he try 
to break the world’s record he did not 
believe he could do it. Mr. Vidal man- 
aged to convince him that he could and 
from the moment that he opened up the 
campaign, Mr. Smith never permitted 
his conviction of success to lapse for a 
moment, in spite of the fact that he ran 
into all kinds of apparently unsur- 
mountable obstacles. He had very little 
preparation for the contest. He made up 
a list of 60-odd prospects, but did not 
use it. He got out letters to a number 


(Continued on page 12) 








SUMMARY OF DAILY REPORTS, C. H. SMITH, CATTARAUGUS, NEW YORK, SEPT. 15 TO OCT, 15, 1924 
(World’s record for one month for largest number of lives procured with advance payments obtained with applications.) 


Calls 
(Not 
Inter Calls Calls 
Sept. ested) (Busy) (out) 
15 1 5 
16 
17 2 3 
18 1 
19 1 
20 
22 3 
23 3 4 
24 3 5 
25 1 2 
26 4 
27 | 4 
29 2 1 4 
30 r 
1 
2 
3 1 a 
4 1 
6 1 y 1 
7 j 1 5 
8 1 1 
9 1 
10 5 
1] 4 
13 1 
14 
15 2 1 
Totai 6 v2) 56 
Daily Av. 
(27 work- 122 1 2.07 


ing days) 


(Business written) 
(All first interviews) 





Old % Other than Extra Ins. 
policy policy- Ordered on 
Inter- holders holders Volume original ap- Hrs. Miles 
views) closed closed (Adv. Pay’t) plications Worked Traveled 

13 3 10 $19,500 $1,000 11 80 
10 4 6 11,500 1,500 13 65 
13 3 8 16,000 5,000 13 62 
13 4 8 18,000 14 60 
16 6 9 17,000 13 35 
15 a 11 14,500 9,000 9 18 
20 4 12 21,000 9,500 14 17 
14 4 12 22,000 8, ,000 16 35 
13 ° 11 12,500 7,000 14% 35 
14 = 1] 16,500 14 40 
14 1 rs 9 27,500 1,000 15 68 
14 1 S 10 17,500 6,500 9 40 
10 y: = 8 9,000 3,000 13 40 
11 2 eo 8 15,000 7,000 14 54 
12 g. 10 10,500 4,000 14 60 
12 4 5 6 12,500 3,000 15 40 
18 3 “ 7 11,000 3,000 16% 90 
15 2 i, 8 13,300 5,500 13 45 
11 4 10 11,000 2,000 15 40 
11 1 = 9 16,000 15 50 
12 1 & 9 12,000 1,000 15 40 
4 m 4 3,500 1,000 6 43 
12 4 S 6 10,000 2,000 15 3 
7 3 R 4 6,500 1,000 15 30 
7 2 5 6,000 1,000 15 10 
11 3 7 8,500 1,000 15 60 
16 6 8 14,000 2,000 16 65 

338 62 226 $382,300 $85,000 368 1,225 

12.51 2.3 2 8.37 14,148 3,148 13.63 45.37 


*Of the above 288 cases written, 262 for $382,000 were aussie and forwarded Home Office between September 15 and 


October 15, inclusive. 


Production Now At 
New High Record 


SALES 7% OVER LAST YEAR 





Life Insurance Sales Research Bureau 
Figures for Nine Months Show 
Further Gains 





Another record has been established by 
sales of ordinary life insurance in the 
United States during the first nine months 
of this year. They were 7% higher than 
sales in the same period last year, when 
the amount of life insurance sold was 
higher than ever before, according to 
figures just issued by the Life Insurance 
Sales Research Bureau of Hartford, 
Conn. Every section of the country 
showed a gain over last year except the 
East South Central group of states. The 
Middle Atlantic States and the Pacific 
States showed the greatest increase, the 
Middle Atlantic leading with a 13% gain. 
The total amount of ordinary life insur- 
ance sold in this country by eighty-one 
companies reporting to the Bureau was 
$5.232,621,000 in the first nine months. 
This is an increase of $355,262,000 over 
the same period last year. These com- 
panies had in force 88% of the outstand- 
ing business on January 1, 1923. 

Sales in September reflected the general 
improvement in business in this country. 
They gained 3% over last year’s record, 
which was the highest September in the 
history of the life insurance business. This 
gain was shown by most sections of the 
country, but in New England and the 
South Atlantic States fell 2%. The 
Pacific States led with an increase of 7%. 
Total sales in the month amounted to 
$487,944000 as compared to $475,957,000 
a year earlier. 

Sales of ordinary life insurance in the 
Dominion were 16% higher in September 
this year than any previous September on 
record. This is in marked contrast to the 
drop of 10% from last year’s figures 
which occurred in August. and which may 
be attributed to a large meeting of agents. 
September sales were $30,029,000, an aver- 
age of just a million dollars a day. August 
is the only month this year which has not 
shown an increase over the corresponding 
month last year. Sales for the first nine 
months of this year are 10% higher than 
in the first nine months of 1923. 

Only Alberta and Manitoba failed to 
show increased life insurance sales in 
September, but for the first nine months 
these states show increases of 8% and 2% 
respectively. The greatest increases for 
the first nine months are shown by New 
3runswick with a gain of 19%, Quebec 
with 15% and Onatrio with 14%. 


MADE TRAVELERS DIRECTOR 
Hon. George G. Foster, K. C. of Mon- 
treal, for years Company’s Legal 
Agent Now on Board 
Hon. George G. Foster, K.C., of 
Montreal. Canada, for many vears_ the 
legal agent and lawyer for the Travelers 
companies in Canada, has been elected 
director of the Travelers. He is life 
senator in the Dominion Parliament, a 
graduate of McGill University. a promi- 
nent lawyer in the dominion. has served 
as batonnier of the bar of Montreal and 
batonnier general of the bar of the 
province of Quebec. is prominent in many 
of the industrial activities of the dominion, 
was created king’s counsel in 1896, and 
summoned to the Senate of Canada in 
July, 1917. ee ee 


GOES TO HOME OFFICE 


Crawford A. Easterling of Durham, 
, has been appointed assistant to 
Vice-President T. F. Lawrence, who has 
direction of the Sales Service Division 
and the publication of the “Bulletin.” 
Mr. Easterling is a native of South Caro- 
lina and a graduate of Wofford College. 
He joined the staff of General Agent 
Marion Rich at Columbia in 1917 and 
later became agency supervisor. 











WITH UNION CENTRAL 
J. Logan Gallup, formerly with the 
United States mail service, is now sell- 


ing insurance for the Union Central in 
Easton, Pa. 
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Vision of Insurance 
As Seen By Britisher 


IT PRESERVES WORLD’S VALUES 








Sir William Schooling, Eminent Insur- 
ance Authority Sees Insurance As 
Necessary to Civilization 





The eminent British authority on in- 
surance, Sir William Schooling, had an 
interesting and stimulating article in the 
London “Daily Telegraph” recently on 
“Insurance and Imagination.” He came 
to the conclusion that without insurance 
civilization would not have been possible 
Two of the greatest marvels produced 
by life insurance, he said was that it 
preserves man’s financial value after his 
death and it accomplishes in a moment 
what otherwise would take years to 
achieve. Some of Sir William’s com- 
ments follow: 

Without insurance, so far as we can 
see, Civilization, as we understand it to- 
day, would have been altogether impos- 
sible. 

In early times a man might be useful 
to his family or his tribe as a hunter or 
a warrior. He could defend his family, 
or his tribe, against aggression, but at 
the same time they could get along fairly 
well without him, and he had little or 
nothing in the way of what we should 
call financial value. Life assurance in a 
primitive community would be meaning- 
less, for a man’s financial value in such 
a community would be almost nil. 

As the race made progress, however, 
an efficient man began to store up the 
services he was able to render to others 
by the accumulation of wealth, and if he 
died prematurely, the process of ac- 
cumulating wealth, or welfare, for him- 
self or others was put an end to. He 
might perhaps have lived long enough to 
acquire large flocks or herds of animals 
or other material property from which 
his family might derive advantage. The 
gradual evolution of social arrangements 
brought about the condition that the 
man is normally the bread-winner, 
while his wife and children look to him 
for support, and give him in return 
pleasure and advantages of a different 
type. 

The early death of the man, putting 
an end to his bread-winning capacities, 
would inflict hardships upon those who 
legitimately looked to him for support. 
Now Nature commonly provides the anti- 
dotes for her own banes; she grows the 
dock leaf alongside the nettle, and if we 
will only search with sufficient intelli- 
gence and thoroughness we can gen- 
erally find a comparatively simple 
remedy for most of the ills that flesh is 
heir to. 

Thus it came about that when, with 
the advance of civilization, man came to 
have a financial value, it was found pos- 
sible to provide that financial value, 
even though the man himself came to 
an end by death. 


How It Preserves Wealth 


Concurrently with this momentous dis- 
covery there came the notion that wealth 
could grow, just as plants and animals 
grow, and the process of growth is no 
less wonderful in the one case than in 
the other. We disguise the wonderful- 
ness of the growth of wealth by calling 
it compound interest or treating it in our 
customary superficial fashion as a prosaic 

matter of business, but when we let 
Phantasia talk to us about it we see that 
really and truly it has a beauty and a 
fascination just as great as the develop- 
ment of an accrn into an oak tree. 

Thus it comes about that life insurance 
has two perfectly wonderful achieve- 
ments to accomplish. It preserves the 
financial value of a man even though he 
dies. It accomplishes in a moment re- 
sults which it might have taken him 
years and years to bring about. He 


might perhaps reasonably anticipate that 
in the course of ten years he could save 
£5,000, so he takes a life policy for £5 000, 
and if he dies tomorrow the £5,000 is 
forthwith available for his family. The 
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policy anticipates and realizes the finan- 
cial value of the man which it might 
have taken years of hard work to 
achieve. Then, too, life insurance is a 
method by means of which healthy and 
beneficial growth is effected, and it is a 
growth of weal, or wealth, or welfare, 
the true nature of which we are apt to 
disguise from ourselves by thinking of it 
as the accumulation of money at com- 
pound interest. Of course, if we listened 
to Phantasia, the occumulation of money 
at compound interest would be found to 
be an extraordinarily true and wonderful 
fairy tale; but then we are continually 
too stupid to see things as they are, and 
in consequence we find them prosaic and 
dull, instead of being interesting and at- 
tractive. 

Life assurance essentially accomplishes 
the two purposes of facilitating the 
growth of wealth or welfare and of pre- 
serving and making sure of a man’s 
value. All ordinary forms of life policies 
provide that out of the premiums which 
a man pays for them money shall be ac- 
cumulated in such a way as to amount 
to a specified sum at the latest date at 
which the policy can become a claim. 
This may be at death, whenever it hap- 
pens, or at the end of a specified num- 
ber of years, or at death if previous. It 
is in this way that life assurance provides 
for the growth and the extension of 
wealth or welfare. And then there is 
the other element whereby life assurance 
preserves and realizes at least one large 
part of the value of a man for those 
who, by virtue of our social development, 
are dependent on him for their well- 
being. In some sense death does not 
cut short his beneficial activities on their 
behalf, because life assurance realizes 
forthwith the results which would only 
have come to them from years of effort 
on his part. 

It is easy enough and sensible enough 
to think of life assurance as a good 
financial investment, making secure what 
is otherwise uncertain, and obtaining a 


(Continued on page 8) 


PREMIUM PAYMENTS 
Dividends Not Automatically Applied to 
Premium Payments, as Many Agents 


Have Assumed 


The Northwestern Mutual calls atten- 
tion to a practice in connection with 
the application of dividends to premium 
payments in which many agents are in 
error. Under the company’s present di- 
vidend scale, the annual dividend pay- 
able is in excess of a quarterly pre- 
mium payable on most policies, and such 
being the case many agents assume that 
where premiums are payable annually 
or semi-annually, and such payments 
not made within the grace, that a 
quarterly premium will be paid auto- 
matically by application of the annual 
dividend due, and consequently after 
the expiration of the grace period, re- 
turn the annual or semi-annual receipt, 
as the case may be, requesting a quar- 
terly premium receipt in exchange. 

Under the general provisions of the 
policy, it is stated in effect that pre- 
miums are payable on the annual basis, 
stipulating, however, that a change may 
be made to semi-annual or quarterly in- 
stallments. Agents have no authority 
to waive forfeitures, or to make, alter 
or discharge contracts, or to extend the 
time of payment of premiums. In the 
circumstances, in those cases where pre- 
miums are payable annually or semi- 
annually and the insured desires to 
change to quarterly by relying upon the 
dividend to pay such a premium, a re- 
quest to that effect must be made by 
the insured within the thirty-one days 
of grace and the home office so noti- 
fied, otherwise the insurance will lapse 
in accordance with the terms of the 
policy, and in any reinstatement evi- 
dence of insurability will be required. 
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J. R. Andrew Discusses 
Theatrical Risks 


SEES BARS BEING LET DOWN 





Insurance Companies Taking a Broader 
View of Applications of Actors and 
Musicians 





By John R. Andrew 

in “Variety” 
[Editor’s Note: 
considerable 


Mr. Andrew writes a 
amount of life and other 
kinds of insurance covering actors and 
musicians. “Variety” is the leading 
trade paper of the theatre.] 

Have musicians stopped to think that 
they present a particular problem both 
to the insurance companies and to the 
insurance man who takes care of their 
insurance ? 

Consider the personal insurance of a 
musician, which has to do with his life, 
accident and health insurance, or hand 
and eyesight insurance. These forms are 
not only based upon the applicant’s 
health, but also the conditions surround- 
ing his occupation. 

First, we find his occupation calls for 
very late hours and that he does not get 
sufficient rest. His meal hours are ir- 
regular, and because his work is very 
confining he does not get the proper 
fresh air. While this may not be true 
of the individual, it is true as a class. 

These facts, combined with the former 
liquor problem, were instrumental in 
causing all of the insurance companies 
to place musicians in an extra premium 
class, charging an additional premium on 
all life insurance policies, excepting short 
term endowments, and in some cases 
not writing them health insurance under 
any condition. 

Insurance Concessions 

After several years of studying out- 
side influences and company underwrit- 
ing principles I can say there is now 
one life insurance company which does 
not charge this additional premium to 
the musician, no matter where employed. 
Another company, which I have been 
able to prevail upon, has also dropped 
this additional charge, excepting when 
the musician is playing on the stage as 
an actor. A third company, because of 
the inroad made upon its business by 
the other two companies in New York, 
has discontinued this charge when the 
musician is employed in a hotel or or- 
chestra pit or when he applies for a 
short term endowment contract. 

Some time in the near future I hope to 
convince all of the life insurance com- 
panies that the above conditions are not 
great factors, providing they get suf- 
ficient volume to overcome the losses 
and that conditions themselves, due to 
golf and outdoor sports, are being 
greatly improved. 
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Message on Voting 
By E. D. Duffield 


INDIFFERENCE 





DANGER _IN 





President of The Prudential Tells 22,000 
Employes of Importance of 
Using Suffrage 





President Edward D. Duffield of The 
Prudential has sent a message to the 
22,000 employes of the company urging 
them to vote in which he said: 

“Statistics show that in the last presi- 
dential election a majority of those en- 
titled to vote cared so little for it that 
they did not even go to the polls. The 
greatest danger to a free people is the 
danger of indifference. When men and 
women cease to care about their govern 
ment, the security and permanence of that 
government are in peril. When citizens 
are indifferent as to who shall hold publi 
office, public office will soon be held by the 
unworthy. Indifference furnishes the op 
portunity that enables the designing, the 
selfish and those who put private gain 
above public welfare to accomplish their 
aim. Indifference produces misgovern- 
ment, and misgovernment leads to tyranny. 
It is therefore the duty of those who love 
these United States, who believe in the 
principles on which our nation was 
founded and value the blessings it confers 
upon its citizens, to combat the sin of in- 
difference as they would combat an open 


oe. 

“We are approaching an important elec- 
tion, in which great issues are to be de- 
termined and the most important officers 
in the nation and state are to be selected 
As to the outcome, no true American 
should be indifferent. With the interest 
of the nation, the state and the munici 
pality as our aim, we should consider with 
care the parties, the candidates and the 
platforms, and then determine on our 
vote, from president to alderman. We 
may make mistakes, but we will at least 
have given our country that which it must 
have if it is to live—the effort of each of 
us to discharge the obligation of citizen 
ship, the thought of each of us that such 
obligation be wisely discharged and the 
proof that each of us has a personal in 
terest in the country’s welfare, which we 
have expressed by action. A largely in- 
creased vote will mean more for the per- 
manent welfare of America than the vic- 
tory of a party. To bring this about is 
something that should enlist our best 
efforts. Jt is a task which should enlist 
the activities of all Prudential men and 
women. It is a call for real service to 
America. Let us respond.” 





GET UNEXPECTED BENEFITS 





New York Life Pays Back Disability to 
Women Policyholders Who Didn’t 
Know Their Rights 


When people buy life insurance they 
usually get more than they expected to 
get, rather than less. Very many per- 
sons have no idea of their full benefits 
under their policies. Arthur Hunter, 
chief actuary of the New York Life, 
has pointed out some cases that have 
occurred in that company in which the 
policyholder did not know that they were 
entitled to disability benefits and the 
company paid for long periods of back 
disability. 

This is frequently the case with women 
who lack business training. The follow- 
ing cases in the New York Life involve 
women beneficiaries and are cited by 
Actuary Hunter: 

A policy was issued to a welfare work- 
er in November, 1919. Last April she 
discovered that the policy contained a 
disability clause. The proofs submitted 
by her showed that she had been totally 
disabled for four years, from encephalitis 
lethargica, commonly called sleeping 
sickness. The company refunded four 
annual premiums and paid the annual in- 
come of $250 for the preceding years. 

Another policy was taken in 1918 by a 
teacher. Last May we learned that the 
insured had been totally disabled from 
December, 1920, as the result of men- 
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ingitis. The company granted the dis- 
ability benefits for the preceding four 
years. 

One was issued in 1916 to a book- 
keeper. After being totally disabled for 
two years from heart trouble, she 
notified our agent that she had forgotten 
the disability for two years from heart 
trouble, she notified our agent that she 
had forgotten the disability provision 
in the policy. The company refunded 
two annual premiums. 

A widow earning her own living took 


out a policy in January, 1913. In March 
of 1923 our agent found that she had 
been totally disabled for several years, 
and did not know that there was a pro- 
vision in her policy waiving the pre- 
miums in event of total and permanent 
disability. An investigation showed that 
she had become totally disabled from 
arthritis (inflammation of the joints) 
eighteen months after the policy had 
been issued and is now a “hopeless in- 
valid.” The company refunded nine an- 
nual premiums. 
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Budget helps you 
your income. 


Home life is happier for every one when 
worry is eliminated. 


The Family Budget, developed through 
the co-operation of the whole family, elimi- 
nates unprofitable expenditures, increases 
savings, and banishes worry. 


The protection of the family, the educa- 
tion of the children, 


Women have always had these things 
at heart, but today are studying them with 
a deeper interest than ever, and the bud- 
get idea is getting recognition. 

Make a trial of the JOHN HANCOCK 
FAMILY BUDGET AND ACCOUNT 
SHEET, which you may have for the ask- 
ing, also additional sheets, as needed. 


A month’s trial will help you. 
months’ trial will convince you that the 
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Talks on Selling 











Miss Gertrude V. Cope, manager of 
the Sales Research Division of the 
Phoenix Mutual Life, attended a banquet 
and spoke before the Sales Managers’ 
Club of Philadelphia. The banquet was 
held at the Bellevue-Stratford on Mon- 
day. The topic of her speech was “Se- 
lecting Salesmen Who Succeed.” The 
meat of the talk was built around the 








MISS GERTRUDE V. COPE 





results of a scientific study of data col- 


lected over several years’ experience. 
This study has resulted in a system 
whereby the personal history records 


of men applying to this company as 
salesmen can be graded according to 
our standard. Then there will be a 
discussion of a survey of the methods 
of most successful managers. 

To quote from a letter from Herbert 
Hess, vice-president of the Sales Man- 
agers’ Club of Philadelphia: 

“Your presence will be an innovation 
in that no woman has ever appeared be- 
fore our gathering.” 





Vision of Insurance 
(Continued from page 7) 


good return upon the money invested. 
This, after all, is only a somewhat super- 
ficial, unattractive way of looking at the 
matter. If we go deeper and listen to 
the teachings of Phantasia, we see that 
life assurance, and indeed insurance in 
all its forms, is a process of natural law 
in social life which brings the most bene- 
ficial results to those who take advan- 
tage of the system. Underlying it is the 
co-operation of human beings for their 
common good and for its efficiency it 
depends upon Nature’s law of average; 
this is but one manifestation of the wider 
law of rhythm, which is exemplified by 
tides and winds, by poetry and music. 
Insurance is a bigger thing than we are 
apt to suppose, most attractive in its 
nature and most beneficent in its effects. 





BANK INSURES PRESIDENT 

The Penn Mutual Life has insured 
James A. Walton, president of the 
Anapolis Bank & Trust Co. for $50,000. 
The premiums are paid by the bank. 
There are not many cases of a bank 
insuring its president. The Anapolis 
Bank & Trust Co. is the second largest 
bank in Anapolis. 
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Advantages Found 
In Federal Court 


UPHOLD LAW OF CONTRACT 





L. A. Stebbins Points Out Tendency of 
State Courts to Depart from 
Contract Construction 





A comprehensive and learned discussion 
of the advantages of being in the Fed- 
eral Court in trying cases, from the 
standpoint of the insurance company 
was given before the American Lite 
Convention by L. A. Stebbins, general 
counsel of the Old Colony Life of Chi- 
cago. Part of Mr. Stebbins’ address was 
printed in the American Life Convention 
edition of THE EAsteRN UNDERWRITER 
and the latter portion of his address is 
given below: 

The Supreme Court of the United 
States, speaking through Mr. Justice 
Field, first applies the doctrine of caveat 
emptor to the purchase of a policy of life 
insurance, as follows: 


“It was his duty to read the ap- 
plication he signed. He knew that 
upon it the policy would be issued, if 
issued at all. It would introduce 
great uncertainty in all business trans- 
actions, if a party making written 
proposals for a contract, with repre- 
sentations to induce its execution, 
should be allowed to show, after it 
had been obtained, that he did not 
know the contents of his proposals, 
and to enforce it, notwithstanding 
their falsity as to matters essential 
to its obligation and validity. Con- 
tracts could not be made or business 
fairly conducted if such a rule should 
prevail, and there is no reason why 
it should be applied merely to con- 
tracts of insurance. There is nothing 
in their nature which distinguishes 
them in this particular from others. 
But here the right is asserted to 
prove not only that the assured did 
not make the statements contained in 
his answers, but that he never read 
the application, and to recover upon 
a contract obtained by _ representa- 
tions admitted to be false, just as 
though they were true. If he had 
read even the printed lines of his ap- 
plication, he would have seen that it 
stipulated that the rights of the com- 
pany could in no respect be affected 
by his verbal statements or by those 
of its agents, unless the same were 
reduced to writing and forwarded 
with his application to the home of- 
fice. The company, like any other 
principal, could limit the authority of 
its agents, and thus bind all parties 
dealing with them with knowledge of 
the limitation. It must be presumed 
that he read the application, and was 
cognizant of the limitation therein 
expressed.” (29 L. Ed. 934, 938). 

then passing on to the specific question 
of the retention of the policy with a copy 
of the application attached, the Court 
says : 

“There is another view of this 
case equally fatal to a recovery; as- 
suming that the answers of the as- 
sured were falsified, as alleged, the 
fact would be at once disclosed by 
the copy of the application, annexed 
to the policy, to which his attention 
was called. He would have discovered 
by inspection that a fraud had been 
perpetrated not only upon himself, 
but upon the company, and it would 
have been his duty to make the fact 
known to the company. He could 
not hold the policy without approving 





the action of the agents and thus be- 
coming a participant in the fraud 
committed. The retention of the pol- 
icy was an approval of the applica- 
tion and of its statements. The con- 
sequence of that approval cannot 
after his death be avoided. 

“The Court charged the jury that 
if the assured had discovered the 
fraud before the policy was delivered 
and the first premium paid, it would 
have been his duty to decline to ge 
any further with the transaction; but 
if he did not discover the fraud until 
after such delivery and payment, he 
was not called upon to take any steps 
for the cancellation of the contract. 
In other words, the jury were told 
that the assured might take to him- 
self the benefit of the fraud without 
responsibility for it, if he did not 
discover it until after it was con- 
summated; a doctrine without au- 
thority and wholly indefensible. No 
one can claim the benefit of an ex- 
ecutory contract fraudulenty  ob- 
tained, after the discovery of the 
fraud, without approving and sanc- 
tioning it.” (29 L. Ed. 934, 939 and 
940.) 


It is sometimes thought that the case 
of McMaster v. New York Life Insur- 
ance Co. (183 U. S. 25, 46 L. Ed. 64) is 
inconsistent with the Fletcher case and, 
therefore, by implication, modified the 
Fletcher case. There is no reference in 
the McMaster case to the Fletcher case, 
and there doesn’t seem to be any subse- 
quent case in which the two cases have 
been compared or distinguished. 

In the McMaster case, the agent repre- 
sented to the insured that the payment of 
the first premium would carry the insur- 
ance not only for one year, but an addi- 
tional month of grace. The application 
was dated December 18, 1893. The agent, 
after the application had been signed by 
the applicant, and without the knowledge 
or consent of the applicant, wrote on the 
application a request that the policy be 
dated December 12. The insured died on 
the 18th of January, 1895, on the last day 
of grace, if the policy had been issued as 
of the date of the application, but beyond 
the last day of grace, according to the 
terms of the policy. The agent told the 
insured, when the policy was delivered, 
that the policy conformed to the applica- 
tion. 

One question in the case was whether 
the retention of the policy charged the in- 
sured with knowledge of the provision 
therein that it should bear the date as of 
December 12, instead of December 18, 
the date of the application and the date 
that the insured had been told by the agent 
would be the date of the policy. 

An action at law was brought on the 
policy. While the action at law was 
pending, the beneficiary filed a bill in 
equity to reform the policy. Judge 
Shiras of the Northern District of Iowa 
granted the reformation. 

The Circuit Court of Appeals (New 
York v. McMaster, 87 Fed. 63) reversed 
the Trial Court upon the ground that 

“No representation, promise, or 
agreement made, or opinion expressed, 
in the previous parol negotiations as 
to the terms or legal effect of the 
resulting written agreement, can be 
permitted to prevail, either at law or 
in equity, over the plain provisions and 
just interpretation of the contract, in 
the absence of some artifice or fraud 
which concealed its terms, and pre- 
vented the complainant from reading 

it.” (87 Fed. 63, 71.) 

A petition for Writ of Certiorari was 
denied by the Supreme Court of the 
United States (171 U. S. 687). In spite 
of this, however, plaintiff persisted in his 
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action at law and upon the trial proved 
that the insured at the time of the de- 
livery of the policies asked the agent if 
the policies were as represented and if 
they would insure him for a period of 
thirteen months, to which the agent re- 
plied that they did so insure him and 
thereupon the insured paid the company 
the first annual premium. 

This case was also tried before Judge 
Shiras (90 Fed. 55), and relying upon the 
former opinion of the Circuit Court of 
Appeals, judgment was rendered for the 
defendant company. On appeal again to 


the Circuit Court of Appeals (99 Fed. 


864) the judgment in favor of the com- 
pany was affirmed by divided court, each 
(Continued on page 12) 








CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opportunity 
for work with this Co ay in goog ter. 
titory—men who can collect the preunums 
as well as write the applications. Why 
not make inquiry sow? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 
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Insurance Record, 1923 


New Insurance _. 


Insurance in Force 


Increase of $58,623,876 which is 
61% of the New Business 





New England Mutual Life Insurance Co., 
Boston, Mass. 


$ 96,148,025 
719,421,634 




















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most Liberal formg ef ORDINARY Policies from $1,060.00 te $60,000.60, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 te $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


BARIOD  ccceccccccccccccccccccccccccccceccccecccceccoseccossececeecoosocessoccoesese $36,916,613.75 
I «i kdadcdscacccdcdccccncdccodsccsccededesdeccnecedudadcacdncdegcecesadasenes 
eB cd nccccidaschoedcnsnaadenneneanigsecuasensedausaueeeuaneds 4,543, 406.51 
NN RT a a ccc rssankevacénsdddaddncquncecaédacchensatqudacscdeeteauase 285, 168,566.00 
See Cie) I goods a dn cccnncdccccddcsacencssedecsendeescossadssnee 2,606,634.43 
Payments to Policyholders since Organization...............0.00sesseeees 32,747,285.35 


JOHN G. WALKER, President 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 


a record of EIGHTY-ONE YEARS of prosperous and suc- 
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; cessful business. It has passed through panics, pestilence 

ey and wars unharmed, and to-day, as a result of eight decades 4 
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D of endeavor, offers financial strength, reputation, magni- ‘| 
:. tude, leadership, and life insurance service. Sh 
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LIVE HINTS FOR BUSINESS GET TERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


























A case for $500,000 


What of business insurance 
They’re was written the other 
Writing day by Alexander E. 


Patterson of the 
Equitable Society on the ordinary life 


plan. The insurance is made payable 
to the corporation and was written 
by Mr. Patterson on the ordinary plan 


only after overcoming the decision of 
the company that they wanted term in- 
surance. The chief argument used was 
the advantages of permanent insurance 
over temporary. Other business insur- 
ance written by the Equitable 
during one week are these: 


cases 


POSITION 

OF 
APPLICANT AM’. BUSINESS 
Proprietor $5,000 Grain Deaier 
Member of firm 5,000 Electric Supplies 
Manager 5,000 Gen. Merchants 
Manager 5,000 Retail Furniture 
Pres. & Mgr. 15,000 Furniture 
Owner 5,000 Advertising 
President 5,000 Mfr. Soft Drinks 
Gen. Mer. 3,000 Drugs 
Gen. Mer. 25,000 Bldg. & Lumber 
Sec. & Treas. 25,000 Bldg. & Lumber 
President 25,000 Bldg. & Lumber 
Sec. & Treas 25,000 Electric Ice Co. 
Vice-Pres. 95,000 Oil Refining 


President 
Partner 


25,000 
50,000 


Oil Refining 
Pianos 


Partner 50,000 Pianos 
Sec. & Treas 300,000 Real Estate 
Vice-Pres. 300,000 Real Estate 
President 200,000 Real Estate 
Gen. Mer. 25,000 Gen. Insurance 
Foreman 10,000 Sheet Metal 
Member of firm 25,000 Milling 
Secretary 2,500 Ignition Supplies 
Manager 2.500 Ignition Supplies 
President 10,000 Office Specialties 
Manager 5,000 Gen. Merchandise 
Partner 5,000 Drugs 
Gen. Manager 10,000 Florist 
Partner 5,000 Kurn, Merchants 
Partner 5,000 Furn. Merchants 
Sales Manager 10,000 [Tmported Toys 
Salesman, V-. 10,000 Tmported Toys 
Contractor 20,000 Contractors 
Adjuster 10,000 Insurance ‘ 
Ch, Engr. 5,000 Civil Engineering 
Gen. Mer. 10,500 Civil Engineering 
* * & 
“When I first be- 
Seeing gan soliciting,” says 
People or a Mutual Life rep- 
Writing "Em resentative, “I real- 


ized that I must see 
people; this thought was stressed and 
was drilled into me. But before I knew 
it I had got tangled up in the snare I 
referred to. I had got so imbued with 
the idea that I must see a definite num- 
ber of people daily (for a minimum) 
that the seeing of the number of people 
rode me. I lost sight of the fact that 
what counted was what I did with peo- 
ple. You'd think that a man wouldn’t 
deceive himse!f in this way; well, a lot 
of them do—a lot of life insurance peo- 
ple do. They see lots of people, and 
talk about it. They fool themselves— 
even good workers. Most men _ will 
work better for other people than they 
will for themselves—that is people work- 
ing upon commission. 

“What woke me up? Fellow agents 
did it—not by advice, but by their in- 
comes. I saw lots of people—every 
day—was a good customer for shoes— 
but, when you came right down to it, 
I did a lot of visiting. I was a pretty 
good fellow—if I may say so—and I had 
a good time. I didn’t make much, 
though, and I began to think the busi- 
ness wasn’t for me. I’worked—saw my 
prospects daily, and my time was filled, 
and I thought I was a hard worker. I 
can’t tell exactly what ‘woke’ me up, 
but I thing it was gradual awakening 
in seeing the results achieved by some 
of our pluggers. I began to study my 
day’s work. Astonished! Well, I should 
say so. I remember that one day I 
recalled ‘seeing’ ten prospects, and, hon- 
estly, I hadn’t canvassed one. 


“When I really made my turn, I picked 
out four prospects, and I planned my 
canvass in each case and I talked busi- 
ness. If I couldn’t get to one of the 
prospects I’d picked for a certain day, 
I cut out visiting and fooling myself, 
and worked intensively on the others. 

“It wasn’t easy for a man who had 
been deluding himself—and, of course, 
cheating himself—to change at once from 
visiting and perhaps canvassing to visit- 
ing to canvass. But it began to pay. 
The first vear of real canvassing 
showed me the value of intensive work. 
ll add that people began to have a new 
feeling for me—and showed _ it—a 
respect they’d never given before, in 
addition to friendliness. 

“Do I still see a definite number of 
prospects each day? Yes, I do. I have 
a program for each day, and if possible 
I canvass at least three a day. You 
never can tell exactly what you can do, 
of course, but I have a program. 

“The point is, you see, I separate visit 


from canvass. When I visit, and don’t 
talk business unless it’s forced on me, 
and when I canvass I talk only busi- 


ness except as other matters are brought 
in unavoidably. 

“T never wait more than ten minutes 
for a prospect. If I wait, he gets a 
wrong idea about me—I cheapen my- 
self. [| make an appointment and return, 
or return without appointment. I’m 
really'too busy to wait in any prospect’s 
office, and I wouldn’t wait anyway; for, 
as I say, you lower yourself in the 
prospect’s opinion.” 

“Yes, I would and do tell beginners 
to canvass a certain number of persons 
each day. And a canvass isn’t visiting 
or casually mentioning your business; 
it is getting down to brass tacks as 
nearly as possible. And I say keep it 
up day after day. Circumstances will 
have to guide the individual salesman, 
and each salesman will have to be a law 
unto himself. But canvassing steadily 
day after day, from one year’s end to 
another, will make the salesman who 
does so a real producer. As far as I 
know, nothing else will.” 


kok Ok 
Homer G. Hewitt, 
Only a Few assistant superinten- 
Of Total dent of agencies of 
Are Written the Northwestern 
National Life not 


long ago had the last 1,000 applications 

to reach the home office analyzed as to 

occupation. 
There were 


183 occupations repre- 
sented in the 


1,000 applications. The 
last census shows 667 occupations in 
the United States. Important classes 
were represented as follows: Farmer 
228, office-clerical 132, teacher 57, sales- 
man 50, housekeeper 34, laborer 23, 
student 22, machinist 13, engineer 12, 
mechanic 12, contractor 10, truck driver 
10, grocer 10, foreman 10, cashier 9, 
station agent 9, nurse 9, musician 8, 
butcher 8, printer 8, driver 8, electrician 
7, realtor 6, toolmaker 6, auto dealer 6, 
minister 6, retail hardware 5, produce 
5, telephone operator 5, baker 5, coal 
dealer 5, dairyman 5, draftsman 5, barber 
5, conductor 5, oil man 4, auditor 4, 
rancher 4, garage manager 4, druggist 
3, repair man 4. 

The following less desirable classes of 
applicants were, to the credit of the 
agency force be it said, meagerly repre- 
sented as follows: Waitress 1, section 
hand 2, teamster 1, dishwasher 1, room- 
ing house manager 2, chauffeur 3, jani- 
tor 1 

Unusual 
revealed: 


thus 
hair- 


lines of endeavor 
Physical 


are 
director 1, 


dresser 1, radio merchant 1, still cleaner 
custom officer 1, 


1, paper cleaner 1, 











NEW POLICY 


Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















This Company has always pursued those 


to develop and hold their business. 
John Barker, Vice-President 





Incorporated 1851 


Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 
olicies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Its “aged contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 








county superintendent 1, hospital atten- 
dant 1, pathologist 1, sheriff 1, X-ray 
expert 1, 

Note these figures: Superintendent of 
schools 3, florist 2, dentist 2, linotype 
operator 2, doctor 3, banker 3, reporter 
1, carpenter 7, contractor 10, librarian 
1, mail carrier 2, brick mason 1, dry 
cleaner 1, steamfitter 1, painter 1, plum- 
ber 4, photographer 1, lawyer 6, general 
insurance agent 1. 

So far the study of these results seems 
to point to at least the following con- 
clusions: 1. As usual, and happily, the 
largest class of applicants is farmers, 
living “where strong men grow.” 2. 
The farmer is buying: don’t neglect him. 
3. 91 applications were on teachers and 
housekeepers; probably mostly women: 
at least one-tenth of all applications 
from women. They repay solicitation. 
4. Dentists, bankers, physicians, lawyers, 


are being  undersolicited. Here are 
prospects being “passed up.” Why not 
“go after” at least three of each this 


month? 5, 
penters, 


The building trades: car- 
contractors, the  plutocratic 


brick mason, steamfitters, the aristocra- 


tic 


tat 


builders—all 


plumber, 
abnormally 
out of 1,000! 


pai 
pros] 


Go where tl 
clas 


photographers, fl 
porters, mail carriers, librarians, school 
superintendents, 
insurance men to furnish good soliciting 


material ? 


Should it 


all 


people 


nters—from 
yerous but 
ie money is! See 
ses! 6. Ought 
orists, linotypists, 


grain buyers, 


1,000 were on these. 


she 


Novel 
Calls 
Record 


* x 


Douglass Kerr 


these 


24 


not be at least 


the 
not 
re- 


general 


But 15 applications out of 


of 


Toronto uses a novel 


calls 


record card. It 


is about 3x5 in size 


and is divided 


into 


nine squares each representing a_half- 
hour period from 9 o'clock to 4:30. The 
number of calls is indicated at the top 
The value of the card 


of the card daily. 


is in showing at a glance the day’s ac- 
tivity and it is a great stimulus to keep 
the little squares filled with call nota- 


tions. 











DIRECT MAIL ADVERTISING 


by our plan gets over 50,000 definite 
prospects every year for our salesmen. 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 


DES MOINES, IOWA 

















Standard 





for delivery before their prospects get cold, 


Children of any age. 
Preferred Risk policies at lowest net cost. 
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Lincoln Life Building 








Now More Than $325,000,000 in Force 


HOW MUCH OF THE NEW PROSPERITY 
WILL YOU GET? 


The sensational advance in grain values has added a billion dollars 
to the agricultural wealth of the United States. 
Lincoln National Life men are prepared to take full advantage 
invigorated sales opportunity because they can write 


of this 


Women on the same basis as men. 
and sub-standard business. 


And their Home Office service is the kind that shoots their policies right back to them 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Fort Wayne, Indiana 
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How Would You 
Write This Case? 


APPLYING THE PROGRAM IDEA 





Actual Records Taken From Travelers 
Show Ways Special Needs Were 


Protected By Insurance 





A great deal is written about the 
advantages of program insurance, but 
when the life insurance salesman is up 
against an actual case he is often puzzled 
to know just what kind of protection 
to advise. There is always scme room 
for difference of opinion too. The 
Travelers has analyzed a number of 
cases from its own records which are 
interesting from this standpoint of how 
well the insurance salesman advised his 


client. A few of these cases are given 
below: ; 
Here is a case of a merchandise 


broker controlling the output of two 
nationally known food products. When 
he took out his first policy, he was 35 
years old and had a wife and one child 
of 6, and his income was estimated as 
anywhere from $5,000 to $15,000. This 
was the first life insurance he had ever 
taken, although he had considerable ac- 
cident insurance. In spite of the fact 
that he had got so tar along in lie 
without taking any life insurance what- 
ever, our agent took his application for 
$25,000. This was on the ordinary life 
plan, a good plan in view of the fact 
that he was a comparatively young man 
presumably living on a gocd scale and 
with no other lite insurance, so that he 
needed all the protection he could get 
from the money available. 

Three years later he took $5,000 ordi- 
nary hfe for the benefit of a sister then 
dependent on him. 

A year later another policy of $15,000 
five year term, presumably tor business 
purposes was sold. A year later, how- 
ever, it was made payable to the in- 
sured’s_ wite. 

About this time the circumstances 
which had made protection of the sister 
necessary changed, and the $5,000 ordi- 
nary lie policy was allowed to run on 
extended term for five years with his 
wife named as _ beneficiary. 

During the period of this term con- 
tract the insured went into another line 
of business and the transition ap- 
parently made it inadvisable for him to 
convert to a permanent form at this 
time. He allowed the term policy to 
expire and immediately was examined 
and appreved tor another $15,000 on the 
ten year term form. 

A year after he took this policy, his 
wife died and all of the insurance was 
made payable to his estate. ‘his un- 
fortunate event, of course, diminished 
his need for insurance protection and 
although he is still carrying the term 
contract he has allowed the conversion 
period to expire without putting the in- 
surance on a permanent form. 

Five years later the insured and his 
business partner obtained $50,000 each 
as business insurance. ‘This was on the 
cash settlement form, an excellent plan 
for business purposes because of the 
high cash values, which may be treated 
as an asset. 


Started Late In Life 


In another case the insured took out 
his first contract in 1916. He was then 
president of a concern making ladies’ 
skirts, was 44 years old, and had $15,- 
000 insurance in other companies. He 
took $6,000 ordinary life insurance, $5,- 
000 payable to his wife in instalments 
certain and $1,000 payable to his son not 
earlier than the latter’s twenty-fifth 
birthday. 

Later, in the same year, he took $10,- 
000 of 10 Year Non-Renewable Term 
as business insurance. This has not 
been converted, although the conversion 
period has expired. It therefore ap- 


pears that the insurance was intended 
to protect the corporation while it was 
getting under way and was not to be 


carried permanently. If this is the case, 
the choice of policy form seems to have 
been a wise one. The other forms avail- 
able at the time were the Five Year 
Non-Renewable Term and the Ten Year 
Renewable Term. The former would 
have expired too soon, and the latter 
would have involved an extra charge 
for the renewal privilege, which privilege 
was not desired. 

Three years later, the insured’s esti- 
mated income having increased from $7,- 
000 to $10,000, he took an additional 
$2,000 on the 20 Payment Life plan. 

The year after that, his income now 
being stated as $15,000, he added an- 
other $2,000, this time on the 15 Pay- 
ment Life form and with settlement 
in instalments certain. 

The analysis cannot be complete with- 
out a knowledge of the forms of insur- 
ance carried in the other companies and 
the purpose for which such insurance 
was taken; but considering the Trav- 
elers insurance by itself, it is apparent 
that the agent kept in touch with the 
insured as his means increased, sold 
him good methods of settlement, picked 
the proper form of Term insurance for 
the business coverage desired, and cut 
down the premium-paying period on 
each successive issue of permanent in- 
surance, this latter step being desir- 


able on account of the insured’s age © 


and his increasing ability to meet the 
higher premiums. 
Practiced What He Preached 

S. D. S. was a Travelers agent. His 
story is included because he practiced 
what we may suppose he preached. 
His first insurance was $4,000 10 Year 
Renewable Term. He was then 26 and 
unmarried, but insured himself against 
the possibility of becoming uninsurable. 

As soon as possible he converted his 
Term insurance to ordinary life so as 
to obtain the maximum coverage for 
the amount of money he was able to 
put into insurance. The $2,000 con- 
tract was converted first and a few years 
later was $4,000 contract was swung into 
line. 

When the conversion was effected, the 
$4,000 policy was, by trust agreement, 
made payable to the two children, each 
to receive half of the insurance in in- 
stalments for five years but to be held 
in trust until each child’s fifteenth birth- 
day, if the insured died before that time. 

On both of the converted policies he 
included Disability Provision 1—which 
at the time of his first conversion had 
just been announced. Shortly after the 
first policy was converted, the insured 
was compelled to come under this pro- 
vision; and a few months later he died. 
$2,000 was paid to his wife as beneficiary, 
and the remainder of the insurance 1s 
being held under the trust agreement 
until the children reach the age of 15. 
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HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 

Premiums received during 
the year 1923 ....cccccseses 

Payments te Polieyhelders 
and their Beneficiaries in 
Death Claims, Eadow- 
ments, Dividends, ete...... 

Increase in Assets........+. 

Actual Mortality 56% ef the 
amount expected. 


Insurance im Ferce.......... 247,373,210 
Admitted Assets 


$7,686,855 


FOR AGENCY APPLY TO 











GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway New York 























POLICY 

YOU CAN 

SELL WITH 
PROFIT | 


No, this is not an invitation | | 
for you to leave your own | 
company, but just a sugges- | 
tion to make your time yield | 
more profits under our plan of 
improved brokerage service in : 





branch offices. 


The Champion Income Accident 
policy is just one of the liberal, up-to- 
the-minute accident policies offered by 


us—it is a silent partner to the man dependent 
upon his efforts for his income and appeals to every 
prospect. 


This policy with its distinctive provisions is in- 
dicative of the progressive spirit inherent in all | 
lines of protection offered by this company—Life, 
Accident, Health and Group. Under our plan you 

can place with us profitably (because all commis- 
sions on such business placed with us belong to 

the broker) business in the following lines: 


Accident Insurance | | 
—accident, health and income accident 
Group Insurance 
—life, accident and sickness 
Life Insurance 
—substandard and surplus business | | 
ll 
| 


What Our Branch Office Service 


Means to You 


Extremely liberal first year commissions and 9 
guaranteed non-forfeitable renewals, on all life 
business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case | 
agreement basis. . | 


Prompt action and liberal underwriting rules. 


Write us for Further D:tails 


HOME OFFICE, SAINT LOUIS 
M. E. SINGLETON, President | 


MISSOURI STATE LIFE INSURANCE CO. : 
LIFE — ACCIDENT — HEALTH — GROUP 
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In Federal Court 
(Continued from page 9) 

judges writing a separate opinion. 
Mr. Ju Sanborn wrote the principal 
opinion, Mr. Justice Thayer a concurring 
pinion and Mr. Justice Colwell a strong 
dissenting opinion. 


of the 


stice 


A second application was made to the 
Supreme Court of the United States for a 
Writ of Certiorari and was granted and 


and the Circuit Court 
reversed and judgment 
plaintiff. The Court 


the Circuit Court 
of Appeals were 
rendered for the 
aid: 
“Bearing in mind that McMaster 
had made no request of the company 


in respect of antedating the policies, 
and was ignorant of the interpolation 
of the agent, and ignorant in fact, 
and not informed or notified in any 
way, of the insertion of December 12 
as the date for subsequent payment, 


he had the right to suppose that the 
policies accorded with the application 
as they had left his hand, and that 
they secured to him, on payment of 
the first annual premiums in advance, 
immunity from. forfeiture for thirteen 
months. And the agent assured him 
that this was so. 

“The situation being thus, we are 
unable to concur in the view that 
McMaster’s omission to read _ the 


policies when delivered to him and 
payment of the premiums made con- 
stituted such negligence as to estop 
plaintiff from denying that McMas- 
ter by accepting the policies agreed 
that the insurance might be forfeited 
oe thirteen months from De- 
cember 12, 1893.” (46 L. Ed. 64, 72.) 
sooneeew ‘sibiidiial this language 
might appear to be inconsistent with the 
holding in the Fletcher case, but a mo- 


ment's refiection discloses two fundamental 
differences between the facts in the Mc- 
Master case and the facts in the Fletcher 
case. 

1. In the 
was committed by the 
company upon McMaster. McMaster 
was entirely innocent of the change 
in the application and the change was 
not made in response to any question 
of fact propounded to him. 


2. McMaster was told at the time 
of the delivery of the policy to him 
that the policy conformed to the ap- 
plication. 


This direct statement of fact he had a 
right to rely upon without examining the 
policy to see whether it was true. We, 
therefore, reach the conclusion that the 
Fletcher case has not been modified by the 
McMaster case and that the rule in the 
Federal Courts is that the retention of a 
policy with a copy of the application at- 
fad is in all ordinary cases a rati- 
fication and approval of the statement of 
facts in the application, whether the copy 


McMaster case, the fraud 
agent of the 


of the application and policy are in fact 
examined by the insured or not. 
Now, turning to the decision of the 


State Courts on this question, we find that 
quite a number of the State Courts in cer- 
tain decisions appear to follow the doc- 
trine of the Supreme Court of the United 
States. A collection of decisions pro and 
con of the State Courts on this question 
wili be found in extended notes in 67 


L. R. A. (705) and 38 L. R. A. (N) 
(787), but most of the State Courts prac- 
tically nullify the logical consequences 
flowing from this doctrine, by holding 
that the knowledge of the agent is the 


knowledge of the company and therefore 
though the insured may have ratified the 
false answers in the application by failing 
to examine the policy when delivered to 
him, nevertheless the company is bound. 
For a collection of illustrative cases from 
the State Courts on this point, see 67L, 
R. A. and 706 Note. For a collection of 
cases refusing to apply the doctrine of 
the Fletcher case altogether, see the opin- 
ion of the Supreme Court of Oklahoma 
in the case of Summers v. Alexander 
(120 Pac. 601, 38 L. R. A. (NS) (787) 
and the dissenting opinion of Mr. Justice 
Colwell in the case of McMaster v. New 
York Life Insurance Company. (99 


Fed. 872.) 








ONE IDEAL 


- With the Mutual Benefit successive 
managements have adhered to the 
principle of mutuality, being domi- 
nated by one ideal—that conveyed by 


the name of the Company. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Organized 1845 


NEWARK, NEW JERSEY 











FORM JUNIOR ASSOCIATION New Record Set 


James W. Sencens 2nd and Ted M. Sim- (Continued from page 5) 


mons, Pan-American, Among Lead- 
ers in Young Men’s Organization 

A number of the younger men in home 
offices, headed by James W. Stevens, 
2nd, of the Illinois Life, and Ted M. 
Simmons of the Pan-American Life, plan 
the formation of a new organization to 
be known as the Junior Association of 
the American Life Convention. The 
young men were authorized to organize 
under the direction of the executive 
committee of the convention. Others 
among the leaders in the new organiza- 


of friends 
ing that he 

The first day out he wrote thirteen 
cases. The second day he wrote ten. On 
the third day he wrote eleven and lost 
two interviews, the first he had missed. 

When the campaign was about half 
finished, Mr. Smith found that his ex 
amining physicians were getting behind 
in their work, but he did not worry much 
as he was going at such a pace that it 
looked as though he would beat the 
tion are: Walter IE. May, Peoria Life; world’s record and have plenty to spare. 
J. J. Cadigan, Jr., New World Life; and He was at that time working against 
W. FE. Bixby, Kansas City Life. a record of 221 


and acquaintances announc- 
was in the race. 








American Central Life 


Insurance Company 
INDIANAPOLIS 
Rstablished 1899 


All agency contracts direct with the company 


Address : 


HERBERT M. WOOLLEN, President 

















The Columbian National Life Insurance Company 
Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 











PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest tp investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 




















“Sob Stuff” Still 
Greatest Producer 


EMOTIONAL APPEAL STRONGEST 


Hard Boiled Agent Who Calls Senti- 
mental Approach “Sob Stuff” Misses 
Big Factor in Sales 


By Henry Cragin Walker 

Not long ago the A<tna Life distributed 
among its agents a small folder to be 
used for general distribution which con- 
sisted of a letter written by a father to 
his daughter, announcing the fact that 
he had provided an income for her 
through insurance in case anything ever 
happened to him and which was de- 
livered to her by the family lawyer a few 
days after his death. 

The letter contained a personal and 
tender expression of his feelings and has 
received wide and favorable comment, 
but one of the best compliments paid it 
was one intended to be derisive, by the 
type of agent who is sometimes known 
as “hard boiled.” He said it was “sob 
stuff’—and so it was. 

It seems to the writer that any pre- 
sentation of a life insurance idea which 
at all departs from case hardened logic 
comes under this title. 

When an insurance man in calling a 
prospect’s attention to the benefits oi 
life insurance so far as a man’s family 
is concerned, it is, however carefully 
worded, none the less emotional and 
probably more life insurance is sold be 
cause of an emotional appeal than 
through any other known process. 

Indeed when a story or speech reaches 
and attracts multitudes of people it is 
invariably of an emotional character. 
Most of the best works of literature are 
based on an emotional theme, what the 
above agent would presumably call a 
“sob stuff” motif. 

David Copperfield is “sob stuff,” Les 
Miserables, likewise Uncle Tom’s Cabin, 
A Tale of Two Cities, Trilby and a thou- 
sand others and when we come to the 
drama the same state of affairs exists. 
The emotional appeal or “sob stuff” was 
what made the “Old Homestead” popu- 
lar, also “Lightin’,” “East Lynn,” and 
very many other masterpieces of the 
stage. 

Lincoln’s Gettysburg address was one 
hundred per cent emotional. 

Indeed it is not strange that the great- 
est authors and playwrights recognized 
that in order to “get to” the ninety and 
nine it was necessary to introduce a plot 
or a situation which would appeal to peo- 
ple’s hearts rather than to that class of 
individuals who are persuaded if at all 
through an effort to get at their heads. 
Edgar Gest’s poetry would never be 
called great verse, but most of it is none 
the less splendid because of the fact that 
it reaches people where they live and 
move and have their being. If we should 
deprive authors, playwrights, orators, 
lawyers and clergymen of their rights to 
use “sob stuff appeal” the world would 
be indeed poorer. 

Those extraordinary and mistaken in- 
dividuals who are undertaking at the 
present time to govern Russia have left 
the human element or “sob stuff” out ot 
their calculation and are vainly imagin- 
ing that the people of Russia are to be 
influenced and governed entirely by an 
appeal to their mental susceptibilities. 
They have undertaken to chase religion 
out of their kingdom and if religion 1s 
not one hundred per cent based on an 
appeal to the emotions then the writer 
of this article knows next to nothing 
about what he is talking about and would 
be glad to have someone tell him of a 
method of persuasion which will act om 
individuals at large and at no time pluck 
on human heart strings. 


CHANGES POLICY LOAN PLAN 

The Lincoln National Life no longer 
retains policies in the home office as 
security for policy loans, the policy meré- 
ly being endorsed indicating that a loan 
has been made. A new form of note 
is used to fit the changed rule. 
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Prodding Process 
Part Of Day’s Work 


INSISTENCE IS ESSENTIAL 


Must Bring Clients to Discuss What 


They Want to Defer; Record of 
Calls as System 





At a recent meeting of the represen- 
tatives of the Canada Life a distinct 
hit was made by Douglas Kerr of To- 
ronto, who is vice-president of the lead- 
ers club of that company. Some of his 
methods are told in the following sum- 
mary’ of his talk: 

“Ours is the most difficult business in 
the world,” said Mr. Kerr, “for men have 
still to be prodded into the sense of the 
responsibilities to their dependents and 
we as salesmen must prod ourselves to 
prod our prospects. We must. bring 
ourselves to a discussion with our clients 
of the things which he would rather not 
discuss with us or anybody else. The 
life insurance man before he is of real 
service to hisprospect, himself and_ his 
company, must become very insistent. I 
do not mean this in a sense that he is 
to be a nuisance or a pest, but he must 
compel the client to discuss with him- 
self things which he would very much 
rather leave over for another time. 

“The bringing of ourselves to engage 
in such interviews requires great self- 
discipline upon our part as salesmen. The 
successful life salesman of today must 
know at the beginning of the day where 
he is going. He must not only be a 
good salesman but must be a good man- 
ager. There is nothing more distressing 
in our business than a man who has 
real selling ability but is wondering 
where he is going to go. 

“We are all naturally lazy. We all 
like to lean on props. It is not a diffi- 
cult thing to carry out the plans and in- 
structions of others, but it is very diffi- 
cult for us to sit down and plan our own 
day’s work. There are two kinds of 
discipline. ‘There is a discipline of the 
army type where the private soldier is 
responsible to his sergeant, the sergeant 
to the captain, and the captain to the 
colonel, and so on. This discipline comes 
down through the ranks from central 
authority. As life insurance salesmen 
we are responsible only to the authority 
centralized within ourselves; we have 
no outside captain; we must be captain 
of our own business. We must discipline 
ourselves to do the things which we 
would rather not do, and refrain from 
doing the things which we would like 
to do. 

“Now this is very general, but let us 
see if it can be applied in a particular 
way to our daily work and our daily 
difficulties. If we can place ourselves 
in a position of having planned our day’s 
work so that we know definitely where 
we are going to go, and whom we are 
going to see before we start out on the 
day’s routine, our battle is won. ‘The 
hard thing that I personally find is the 
discipline which is required to sit down 
before the day’s work is really started 
and to concentrate on a detailed plan of 
that day’s work.” 


ST. LOUIS REALTY LOANS 


James M. Franciscus, president of the 
Franciscus Realty Company, corre- 
spondent for The Prudential in St. Louis, 
Mo., says that the company has loaned 
$49,000,000 on real estate in the St. Louis 
district this year. This amount includes 
$715,000 loaned on the St. Regis Apart- 
ments, Kings Highway and_ Lindell 
boulevards, which were recently pur- 
chased by the International Life Insur- 
ance Company of St. Louis, subject to 
the Prudential loan. The loans in the 


St. Louis district show’an increase of 


$15,000,000 compared with 1923, 





John Hancock Changes 


(Continued from page 1) 


indemnity is operative to the anniver- 
sary of the policy nearest the sixtieth 
birthday. The new provision has been 
liberalized so that it may be applicable 
in the event of accidental death even 
though total and permanent disability 
payments are being made under the pol- 
icy. 

New ten-year term policies will pro- 
vide for conversion within seven years 
up to age fifty-nine making the age lim- 
it for conversion the same under both 
the five and the ten-year term. 


Applications Revised, Too 

Ordinary applications have been thor- 
oughly revised, both the agents’ part 
and the medical part. The amount of 
premium to be entered in the new 
agent’s application is the total premium 
payable including the amount. of dis- 
ability or double indemnity premiums, 
following the method of showing pre- 
miums in the new rate book. 

The John Hancock has also included 
in the application the following question 
intended to prevent the rewriting of 
business: “Is this insurance intended to 
replace other insurance now in force in 
this or any other company?” 

Changes Effective November 1 

The new policies incorporating these 
changes will be issued from November 


1. All liberalized features will be re- 
troactively applicable to all policies on 
the company’s books. 

The John Hancock intermediate pol- 
icies have also been revised along the 
same general lines as the ordinary 
policies and will contain second-year 
values. The thirty-year endowment of 
this class has been discontinued. 

“With the new and increased divi- 
dends scale together with an increase in 
the interest rate from 4 5/10% to 
4 8/10% and the liberalized features of 
the new policies, the John Hancock rep- 
resentatives are armed with full am- 
munition to make records in policyhold- 
ers’ month during November,” said 
Manager Harry Gardiner of the John 
Hancock Mutual Life’s New York office, 
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«| Not a Commodity, But a Service 








* An ambitious broadcaster lately held forth in NewYork on the subject 


A of church advertising. He seemed to consider religion as a commodity which | 


ee 
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“|| the churches had to “sell”, and to think that success was a mere matter of 
salesmanship. 


ra Life insurance has latterly fallen into the same grotesque error. Companies 
“S|; and agents are more and more talking about the “sales organization”, 

#/ || “salesmanship”, and “selling” life insurance. People sometimes get infatuated 

~j|| with a word, and “salesmanship” is just now a favorite word. 


x The Gospel is not a commodity, and the church has nothing to sell. 
#\| Life Insurance is not a commodity, and the agent has nothing to sell. 
4 The Gospel of the churches and the Gospel of life insurance teach right 


N ways of living, teach duty, and duty is a very broad word, meaning in both 


#/}| the church and in life insurance pretty much the whole duty of man. 

A The church strives to render service. So does life insurance. Certainly 
vA the life insurance agent does not “sell” a commodity. He persuades men to 
Py enter into contracts with their fellow-men, through a responsible corporation, 
** || in order to protect their families in case of their own premature death, and in 
#/|| addition to protect society, to teach good citizenship, and to save money for 
2|| themselves if they live long. 

= Persuading a man to provide for his family and his own old age, or to open 
# || a savings-bank account, is not “selling” him anything. It is doing him a service. 
~ || If he accepts your service he at once becomes a better husband and father, a 
$i || better citizen, and a happier man. 

#/ A mutual life insurance company is truly a public service corporation. 
“S|! Its business is to preserve and conserve through that co-operation which lies 
|| at the very heart of a free society and an orderly government. Life Insurance 
#\| struggles against the world’s general disposition to waste—to waste property, 
«|| to waste life; it saves for the community quite as much as it does for the 
«|| individual. 

= When an agent for the New York Life attempts to “sell” you a policy, 


ws tell him he doesn’t know his own business, that he is missing the fine flavor 
#/\| of his own profession. We have nothing to “sell” you. We have a great 
*% || service to render; and any agent of the Company will be very glad to talk 
with you about that service. 


A NEW YORK LIFE INSURANCE COMPANY 
™ DARWIN P. KINGSLEY, President 
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“THE BIG INTERESTS” 
Senator La Follette, running for 
President of the United States, has a 
fashion of blanketing the voting forces 
of this country into two groups—one 
consisting of the common people, allied 
with the forces of progress, who of 
course are for him; the other, the big 
As often 
associates “big inter 
ests” with Wall Street, in his opinion 
Whenever he 


has stepped into the divisions of classi 


interests, who are against him. 
as otherwise, he 


both being synonymous. 


fication he has marshalled the insurance 
companies as members of the “big inter 
est” group as if that particular group 
constituted a solidified and intensively 
concentrated army, fighting always 
under the same banner and, in his opin- 
ion, a banner of corporations or vested 
interests. 

But recent developments in the polit 
ical situation as they are chronicled 
lay by day indicate that when it comes 
to politics even insurance men are fre 
yuently on different sides of the fence. 
\bout three weeks ago a special call 
was issued by a number of genera! 
agents and managers of life insurance 
companies in New York City for a gath 
ering of Coolidge sympathizers to be 
held in the Lawyers’ Club and such a 
meeting was held at which ways and 
means of furthering the re-election of 
Mr. Coolidge were considered. Among 
those who signed the call were Louis A. 
Cerf, manager in this city of the Mutual 
Benefit Life Insurance Company, and 
“Donald G. C. Sinclair, one of the man- 
agers of the Metropolitan Life. Here 
certainly is evidence of important life 
insurance interests being lined up as 
leaders in the army fighting for Re- 
publican victory. It must have been 
quite a shock to Senator La Follette and 
his followers, therefore, to read in the 
New York “Times” this week, and tele- 
graphed to other newspapers, that 
among the contributors to the John W. 
Davis campaign were Haley Fiske, presi- 
dent of the Metropolitan Life; and John 
R. Hardin, president of the Mutual 
Benefit. No one disputes the great pow- 





er and influence of the Metropolitan 
Life and of the Mutual Benefit, yet here 
we have the head officers of those com- 
panies fighting for a Democratic victory 
at the same time that two important 
managers of those companies in the 
largest city of the country, the very 
home ®f Wall Street itself, are marclt 
ing with the Republican cohorts. 
Now, what does this mean? Is it pos 
sible that “the interests” as exemplified 
by insurance, are really divided on the 
biggest issue of the day; that they can 
not even arrive in unisan when it comes 
to the election of the highest office in 
the gift of the American people? Has 
“Wall Street” lost its power over its own 
or is “Wall Street” just a myth, 
a handy epithet which politicians and 


people ; 


public office seekers find a potent barb 
for their arrow when they stretch their 
oratorical bows? 

\s a matter of fact insurance com 
pany control—especially mutual life in 
surance company control, is not lodged 
in a few hands, sinister or humanitarian ; 
ut is widely distributed among millions. 
There are tens of millions of policy 
holders, each one of whom has some in 
fluence in insurance company direction, 
and no political party or any other single 
interest can dominate those policyhold 
ers and dictate how they shall think or 
vote. Nor is any such attempt made. 
The mere fact that the president of the 
largest company in America in number 
of policyholders, assets and insurance in 
force is for Davis, while one of its most 
important managers is for Coolidge tells 
a story which should be significant to 
Senator La Follette and other radicals 
who have charged that opposition to 
them comes from a solidified and unified 
moneyed control. 

\s has often been demonstrated in 
surance companies represent no faction 
al interest and never act as a unit by 
adopting any color of political opinion. 
Keven the companies cited above, whose 
presidents contributed to the support of 
me party, have officers who'may pledge 
heir support or be active in the other 
Hajor Opposing party. 

\nd, here is a secret: a poll recently 
taken by True KaAsterN UNDERWRITER 
at a convention of important insurance 
men disclosed several votes for La Fol- 
lette. Will that doughty leader refuse 
to accept these votes at the polls because 
of their source? Our guess is No. 


HEAVY HAIL FUND LOSSES 

Vhe loss ratio for the past year of 
the South Dakota State Hail Fund is es 
timated at 230%. The loss ratio has 
been over 100% the past four years. 
Losses are to be paid until the funds 
are exhausted, then an assessment will 
be levied, meaning added delay in the 
payment of farmers’ claims. A_ situa- 
tion comparing rather unfavorably with 
the prompt settlement of losses under 
private ownership and management of 
the insuring organization. 


JOINS JOS. M. BYRNE CO. 


Wright Smith, who was connected 
with Johnson & Higgins for twelve 
years, has been appointed New York 
representative of the Joseph M. Byrne 
Company, insurance agents of the New- 
ark and Jersey City. His headquarters 
will be at 68 William Street. While with 
Johnson & Higgins Mr. Smith served 
three years in the Havana office and the 
balance of the time in charge of the 
Montreal office. 














The Human Side of Insurance 




















Past President “Tom” Donaldson Greeting Walter G. McBlain as New 
President of Pennsylvania Federation.* 


The picture reproduced above shows 
Past President Thomas B. Donaldson 
of the Pennsylvania Insurance Federa- 
tion greeting Walter G. McBlain the 
newly elected president. Mr. MecBlain 
lives in York and the picture was taken 
during the summer and is reproduced 
through the courtesy of the “Federation 
News.” Standing left to right are: J. C 
Murray, Pittsburgh, Director and Mem 
ber of Executive Committee; Thomas 
B. Donaldson, Philadelphia, Chairman 
of Executive Committee and former In- 
surance Commissioner of Pennsylvania; 


Percy G. Lapey, general agent at Bul 
falo, N. Y. of the John Hancock Mutual 
Life is a good illustration of the type of 
life underwriter who is a prominent fig 
ure in his community. Mr. Lapey is a 
life-long resident of Buffalo, having been 
born there in 1871. He is active in a 
long list of clubs and civic organizations. 
His first work was with the Manufac 
turers and Traders National Bank and 
he rose so rapidly in the organization 
that he was chief clerk when he was 
twenty-one. Then he saw the opportu 
nities in life insurance and in 1904, when 
the possibilities of the business and the 
public attitude toward those in it were 
not nearly so favorable as today; he 
became attached to the John Hancock 
Mutual’s Buffalo office as a district man- 


ager. In 1905 he was appointed general 
agent for the company. Mr. Lapey’s 
iterests are many and varied. Music 


is his great hobby and for twenty years 
he sang in the First Unitarian Church, 
the same church in which his father sang 
for over fifteen years. Mr. Lapey has, 
of course, been active in the Buffalo 
life underwriters association, of which 
he is a past president. He is chairman 
of the finance committee of the Board 
of Trade and is a member of practically 
all the leading clubs of the city. He is 
also a good sportsman, plays golf and 
follows baseball closely. 


G. L. McCURDY RETIRES 


George L. McCurdy, one of the oldest 
marine insurance men in the west has 
retired from active business, resigning 
as manager of the lake marine depart- 
ment of the Insurance Company of 
North America, with which company he 
had been associated since 1890. The 
firm of Dow and Bannard, which has 
managed the inland marine department 
the past few years, will now take charge 
of the lake marine division also. 


Walter G. McBlain, New President of 
State Federation; J. Dallas Smith, Har- 
risburg, Director and Member of Execu- 
tive Committee; G. R. Dette, Philadel- 
phia, Secretary-Manager. Seated, left 
to right: Grant Ramey, Harrisburg, 
Chief of Agents’ License Section, Insur- 
ance Department of Pennsylvania; W. 
M. Goodwin, Bethlehem, Vice-Presi 
dent and Member of Executive Com- 
mittee; H. K. Remington, Philadelphia, 
Treasurer; Milton H. Diffenbaugh, Lan 
caster, Director and Member of Execu- 
tive Committee. 





President C. R. Miller of the Fidelity 
& Deposit, wrote an article for that 
current company’s agency publication, 
discussing his recent long trip. About 
his visit to Hawaii, he said: 

“TL have reserved for special mention 
my delightful visit to our representa- 
tives in the Hawaiian Islands. Our busi 
ness there is in a healthy condition and 
our representatives of the highest type. 
I do not know that I have ever enjoyed 
a week or ten days more than I did my 
stay upon beautiful — islands. 
Honolulu, with its wonderful climate and 
attractive surroundings, is one of the 
prettiest little cities I have ever seen. 
Its people are most hospitable and leave 
nothing undone to make the visitor de- 
termined to come again. Mr. Lindsay, 
on the Island Maui, and Mr. Gurney, 
on the Island of Hawaii, were exceed- 
ingly kind to us during our brief stay 
on these two islands. And I find it dif- 
ficult to say how much I appreciate the 
many courtesies which Mr. and Mrs. 
Serg and their many friends showed us 
during the five days we were with them 
in| Honolulu.” 


these 


x ok 


Andrew D. Christian, counsel for the 
Atlantic Life of Richmond, is rather 
handy with his fists. He shcwed that 
recently when he knocked down a 
strapping six-footer on the portico of 
St. Paul’s Protestant Episcopal Church 
when the man failed to give a satis- 
factory explanation as to why he had 
interrupted services in the church while 
Dr. Beverly D. Tucker, the rector, was 
preaching a sermon against the Ku Klux 
Klan. It appears that the six-focter 
who claimed to be a preacher himself 
and hailed from Michigan rose in a pew 
and protested loudly against some of Dr. 
Tucker's utterances. Then he strode out 
of the church. Mr. Christian, who is an 


officer in the church, accosted him on 
the outside and sccred the knockdown a 
moment or two later. 
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Pennsylvania Meeting 
Full of Real Action 


BACKS MILWAUKEE RESOLUTION 





To Fight Auto Dealers As Agents; Con- 
demns Compulsory Insurance; K 
H. Bair New President 





Action directed against mutual com- 
petition and compulsory automobile 
liability insurance were the principal 
steps taken last week at the annual 
meeting of the Pennsylvania Association 
of Insurance Agents, held Thursday and 
Friday at the Penn Alto Hotel in Al- 
toona. It was a well attended meeting 
with over two hundred members present, 
featured by many lively discussions on 
the several important problems intro- 
duced at the four business sessions of 
the convention. President Charles H. 
Biddle wasted little time in begging 
members to get up and talk; rather he 
was frequently wielding his gavel to 
shut off eager speakers and as it was, 
the final session ran several hours over 
the scheduled time. About the Penn 
sylvania Association one thing can be 
stated definitely—it is on its feet again 
and a real live-wire organization. 

A strong address by J. W. Henry of 
Pittsburgh, newly-elected president of 
the national casualty and surety agents’ 
association, and a member of the Penn 
sylvania Association, to the effect that 
he questioned the legality of the Penn- 
sylvania insurance commissioner in al- 
lowing automobile dealers to become in 
surance agents of domestic fire mutuals 
without being licensed, culminated a 
lengthy discussion of this nation-wide 
problem and led up to a motion that the 
Association employ counsel to ascertain 
the legal status of the many mutual 
auto agents now raiding the business of 
Pennsylvania local agents. 

The convention went on record as op- 
posed to the principles of compulsory 
automobile liability insurance, but recog: 
nized the need for some remedial meas- 
ures for reducing the excessive number 
of automobile accidents. It moved for 
the appointment of a committee to make 
a survey of local agencies representing 
both stock and mutual insurance com- 
panies and to report at the next annual 
meeting whether or not the Association 
should continue to sanction dual repre- 
sentation or change the constitution to 
bar all members writing for mutuals. 
It backed up the Milwaukee resolution 
of the National Association of Insur- 
ance Agents by passing a strong resolu 
tion endorsing the same. 

Kenneth Bair President 


Kenneth H. Bair, Greensburg, is the 
new president, succeeding Mr. Biddle, 
who has been in office for two terms. 
Mr. Bair has been chairman of the 
executive committee and is well-groomed 
to follow in his predecessor’s steps. 
Mr. Biddle made an enviable record in 
helping to rebuild the Pennsylvania As- 
sociation and is one of the real leaders 
of the organization. The members pre- 
sented Mr. Biddle with a handsome 
watch in recognition of his splendid 
work. A. S. Galland, of Mr. Biddle’s 
home town, Wilkes-Barre, made the pre- 
sentation talk. . 

Other officers elected are I. D. Mc- 
Quistion, Erie, vice-president; John Bur- 
well, Scranton, secretary; Fred V. 
Rockey, Harrisburg, treasurer; H. E. 
McKeivey, Pittsburgh, chairman of the 
executive committee, and C. B. Dowd, 
Pittsburgh, editor of the “Pennsylvan- 
ian. 

_ The Pennsylvania Association is be- 
ing incorporated under the title of 
“Pennsylvania Association of Insurance 
Agents.” While President Biddle was 
going over the articles of incorporation 
there was some dispute on the clause 
stating the qualifications for member- 


ship. The original wording read that 
members should be “agents of standard 
stock companies.” It was suggested 
that the word “only” be inserted to keep 
mutual representatives out. This idea 
was laid aside pending the outcome of 
the survey to be made during the next 
twelve months. Then it was moved to 
drop the word “standard” for it gave 
the impression of questioning the posi- 
tion of the members writing for non- 
board stock companies. This motion 
was passed so that the clause now reads 
that “agents of stock companies” ¢ in 
belong to the association, irrespective of 
their other affiliations. 

Following is the text of the resolu- 
tions on the Milwaukee resolution, on 
reinsurance of mutuals by stock com- 
panies, on multiple agencies and = an- 
nexes, on auto dealers, and others: 


Text of Resolutions 


“Be it resolved, that it 1s the sense 
of this convention that we are in accord 
with the National Association in believ- 
ing that the members of the Penna. As- 
sociation of Insurance Agents owe their 
allegiance to those companies whose 
loyalty to our principles for the preserva- 
tion of the American Agency System is 
unquestioned. And we further believe 
that it is inconsistent and undesirable 
for any member of this Association to 
represent any company when in the judg- 
ment of our National Executive Com- 
mittee the practice of such company is 
essentially and continuously in violation 
of those principles. And we urge the 
members of this Association to actively 
support and make effective the plan to 
be adopted by the National Executive 
Committee in carrying out the above 
declarations. 

“Resolved, that this Association con- 
demn the acceptance, either directly or 
indirectly, of direct business or reinsur- 
ance by stock companies when offered 
by reciprocals and mutuals, and that our 
members be urgently requested to report 
to our secretary any information tend- 
ing to bring to light facts concerning 
such practices. 

“Resolved, that this Association reaf- 
firms the endorsement of the principles 
of the National Association of Insurance 
Agents for better agents, and better 
agency conditions, including the curtail- 
ing of multiple agencies afd Under- 
writers annexes, and further requests 
all company representatives to cooperate 
with the Insurance Commissioner and 
this Association in the enforcement of 
the spirit as well as the letter of the 
agents’ qualification law. 

“It is recommended that the incoming 
ixecutive Committee investigate and 
watch carefully the activities of com- 
panies formed to write insurance on the 
participating plan, operating either on 
the agency or non-agency basis, and in- 
form the membership as occasion may 
require of anything found inimical to 
the American Agency System. 

“Resolved, that this Association con- 
demns the practice on the part of some 
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WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Il. 








Great American 
Insurance Company 


—- NewPork 


INCORPORATED « 1872 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000 


RESERVE FOR ALL OTHER LIABILITIES 


ET SURPLUS 


12,465,360.86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York City 


GEORGE H. TYSON, Gen’l Agent 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO- George L. West, Manager, 220 Sansome Street 
CHIGAGO—Ww. H. MoGee & Co., Gen’l Agts., Insurance Exchange Bldg. 
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stock companies, who are licensing spe- 
cial agents of other companies to act 
for them in the capacity of local writ- 
ing agents, and furthermore that a copy 
of this resolution shall be bulletined to 
all of the stock companies doing busi- 
ness in the State of Pennsylvania. 

“Resolved, that this Association con- 
demn the practice of automobile deal- 
ers acting in the capacity of insurance 
agents or brokers for the purpose of 
securing and placing insurance on auto 
mobiles.” 


NO COMMENT 


Neal Bassett of F Firemen’s Not Giving 
Any Interview or Statements Rela- 
tive to National Association 


Efforts of newspaper reporters to get 
comment from Neal Bassett, president 
of the Firemen’s and associated com- 
panies, relative to the “loyalty campaign” 
of the National Association of Insurance 
Agents, have been futile. Mr. Bassett 
has told the newspaper men that he has 
no comment to make. 





CAPITAL 
LIABILITIES 
NET SURPLUS 
TOTAL ASSETS 


J. A. KELSEY, President 





STANDARD 
INSURANCE COMPANY 


OF NEW YORK 


Statement December 31, 1923 





Head Office: 45 John Street, New York 


- - «  $1,000,000.00 
er 346,885.82 
1,083,573.96 


2,430,459.78 


GEO. Z. DAY, Seoretary 








RESIGNS FROM NATIONAL ASSN. 

Brugh, Hartnett & Co. of Nashville, 

Agents of Firemen’s, Decide to Stick 
by the Company 


The Brugh, Hartnett & Co. local 
agency in Nashville, Tenn., on October 
15 resigned its membership in both the 
National Association of Insurance Agents 
and the Tennessee Association because 
of sentiment expressed against the 
Firemen’s of Newark following the pass- 
age of the Milwaukee resolution by the 
National Association last month. Brugh, 
Hartnett & Co. represent the Fire- 
men’s in Nashville and in announcing 
their resignation gave out the following: 

“We take this action in view of our 
very high regard for the Firemen’s and 
our appreciation of the service rendered 
us by it. 

Officers and members of the National 
Association have named the Firemen’s 
publicly as one of the companies which 
consistently and continually violate cer- 
tain principles of the National Associa- 
tion. 

H. H. Hartnett, a member of Brugh, 
Hartnett & Co., figured prominently in 
the Louisville, Ky., Board-Firemen’s 
controversy four years ago, when he 
made a speech before the Tennessee 
Association vigorously defending the 
Firemen’s. 


Local Boards Supporting 
Agent’s Milwaukee Declaration 


Local boards from widely scattered 
sections of the country are passing 
resolutions endorsing the Milwaukee 
declaration of the National Association 
of Insurance Agents. Within the last 
two weeks local boards at Logan, W. 
Va.; Lexington, Ky.; Toledo, Ohio; 
Detroit, Mich.; St. Paul, Minn.; and 
Forth Worth, Texas, have notified the 


National Association of their intention 
of supporting the national body. The 
California Association executive com- 
mittee has also wired its support. 
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Pa. Ass’n To Fight 
Mutual Auto Agents 


WILL PROTEST TO THE STATE 


J. W. Henry, Pittsburgh, Tells Conven- 
tion That He Questions Legality 
of Appointing Auto Dealers 

Every member of the Pennsylvania 
Association of Insurance Agents who 
attended the annual convention in AIl- 
toona last week was anticipating a lively 
discussion on auto dealers as insurance 
agents. This problem has cost more in 
time and energy than any other accord- 
ing to President C. H. Biddle. I. D. 
McQnuistion, of Erie, the newly-elected 
vice-president, led off Friday morning 
with a prepared paper on the subject in 
which he contended that auto dealers 
were obviously not prepared to sell au 
tomobile insurance so that they could 
fill intelligently the needs of assureds. 

Just as insurance agents cannot divide 
properly their time between two major 
lines of business not closely connected so 
auto dealers should not be allowed to 
handle a business like insurance, the 
fundamentals and technicalties of which 
they do not understand, said Mr. Mc 
Quistion. The Pennsylvania Insurance 
Department over a year ago realized the 
unpreparedness of auto dealers to the 
extent of refusing to issue stock com 
pany licenses to them. 

But the peril facing local agents in 
Pennsylvania today is the fact that 
domestic mutual fire companies are ap 
pointing auto dealers as agents in whole- 
sale fashion, with the legal approval of 
the Insurance Department which claims 
that domestic mutuals are exempt from 
all provisions of the law requiring that 
insurance agents be licensed. There are 
over 900 mutual agents in the state to 
day, it is contended. 

When Mr. McQuistion had concluded 
President Biddle called on J. W. Henry 
of Pittsburgh, who ss thoroughly con- 


versant with this vital problem, to tell 
why he believes the unlicensed appoint- 
ment of mutual agents in the auto field 
is of questionable legality. Mr. Henry, 
who is a strong supporter of the ad- 
visory board system and of the Amer- 
ican agency system, deplored’ the 
anomalous position which the state de- 
partment is in today. 

Althgugh the Pennsylvania law ex- 
empts agents of domestic mutual fire 
companies from license requirements Mr. 
Henry expressed the opinion that this 
exemption did not extend to the writing 
automobile risks. He believes suf- 
ficient evidence exists for the insur- 
ance commissioner to take action against 
the appointment of auto dealers as 
mutual agents, and displayed a_ cer- 
tificate for licensing auto agents which 
he thinks is illegal and should be with- 
drawn. He read several sections of the 
insurance law to support his argu- 
ments. 

Another agent at the convention read 
a newspaper clipping showing that the 
Pennsylvania Automotive Association 
is cooperating with the Huntingdon mu- 
tuals to put the insurance proposition 
before automobile dealers in various 
localities throughout the state. 

A motion was then made to appoint 
a committee empowered to employ com 
petent counsel to investigate the status 
of mutual agents and to take the matter 
before Comunissioner Samuel W. McCul- 
loch for his decision. ‘This motion was 
passed unanimously. The following com- 
mittee wa appointed: J. W. Henry, 
chairman; H. E. McKelvey, Pitts sburgh ; 
and the new president, Kenneth Bair of 
Greensburg. 


oO 


Pennsylvania local agents have thei 
backs against the wall with respect to 
this competition from auto dealers for 
automobile insurance. With the com- 
bination of low-rate mutuals and 
pressure exercised by dealers in = ar- 
ranging finance operations for part- 
payment purchases, the legitimate agents 
are having hard © sledding. How- 
ever, they are confident that if they can 
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Fire and Automobile Lines 
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INCORPORATED 1868 


Che Stodead Fire Insure Co. 


OF NEW JERSEY 
TRENTON, N. J. 


O. J. PRIOR, President 


W. M. CROZER, Secretary 








Lawson Purdy, Walter Carter and Su- 
perintendent Beha at November 


Society of New York to be held 
month the speakers will be 

Purdy, authority on city 

Walter Carter, United States 

of the Royal, and James A. Beha, super- 
intendent of insurance in this state. 


The Philadelphia Fire Underwriters’ 
sociation has announced the election 
members of the Columbia of Dayton, 
Queensland of Sydney, 
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At the big dinner of the 


THREE TO SPEAK 


Dinner of Insurance Society 


JOIN PHILADELPHIA ASSN. 
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tor, they can easily overcome the 
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ength of stock insurance. 
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planning; 
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auto dealer as a competi- 


superior 


LUCE HEADS NORTHWEST ASSN. 


Fred B. Luce, Western manager of 
the Providence-Washington, is the new 
president of the Fire Underwriters’ As- 
sociation of the Northwest, which closed 
its annual meeting in Chicago last 
Thursday. Other officers include Fred 
I). Hess, assistant Western manager cf 
the American of Newark, vice-presi- 
dent; R. D. Safford, assistant Western 
manager of the National of Hartford, 
secretary; and Melvin Le Pitre, assist- 
ant Western manager of the Fire Asso- 
ciation, treasurer. 

MASS. AGENTS MEET TODAY 

The annual meeting of the Massachu- 
setts Association of Insurance Agents 
will be held today at the Chamber of 
Commerce Building in Boston. Besides 
President Edwin J. Cole, James L. Case 
of Norwich, Conn., and R. H. Goodwin, 
automobile manager of the Fireman’s 
Fund in Boston, will be among the prin- 
cipal speakers. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 

— Bliven, Vice-Pres. and West. Mgr. 
Haseinger, Secretary 

Welle T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1855 





Stat t J y 1, 1924 
ASSETS AND LIABILITIES 
Capital ..... . -*$3,000,000.00 

Reserve Reinsur- 

ance Fund and 

Reserve for all 

other Liabilities. 8,181,979.10 
Net Surplus... *3,501,619.22 





Total ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1934. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres 

Jchn Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, 


GirardF.«M. 


INSURANCE CO. 


of Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ...... . -$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 2,949,854.30 


Net Surplus.... 1,075,257.03 





PE sxevenwke $5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 


Organised 1854 
Statement January 1, 1824 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other Liabilities.. 


Net Surplus.... 


2,208, 445.09 
865,373.90 





Total ..... .. .-$3,678,818.99 


Policyholders’ Surplus, 
$1,465,373.90 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 
Statement January 1, 19824 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
all other Liabili- 
ties .... 2,938,345 94 


Net Surplus ....1,819,295.85 





Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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High Lights Of The 
Pennsylvania Meeting 


T. C. MOFFATT SENDS TELEGRAM 





Welton Talks On Surety Lines; Mini- 
mum Dues Increased; Sentiment 
For Single Rating Bureau 





President Thomas C. Moffatt of the 
National Association of Insurance Agents 
sent the following telegram to the 
Pennsylvania Association meeting last 
Thursday ‘and Friday at Altoona which 
led to the adoption of the resolution 
supporting the Milwaukee declaration: 

“President Charles H. Biddle: To 
yourself and the Pennsylvania Associa- 
tion in convention assembled I send 
you greetings and best wishes of the 
National Association. The agency forces 
of this country are awakening to the 
importance of thorough and complete 
organizations to better cooperate with 
and support those companies which are 
in line with the principles of the Na- 
tional Association. We are fast coming 
to believe that it is neither just to co- 
operating companies, nor conducive to 
our own welfare, to extend our favors 
to companies which intentionally and 
continually violate our principles. The 
splendid service rendered the agency 
movement by the Pennsylvania Associa- 
tion is understood and = appreciated 
wherever right principles are emphasized 
and supported and bad principles dis- 


couraged and condemned. T. C. Mof- 
fatt.” 

xk * 
The Wisconsin Association sent the 


convention a telegram urging a strong 
stand on the Milwaukee declaration. 
ee * 
Fitzgerald Bill Brought Up 

The National Association also sent a 
communication urging the Pennsylvania 
agents to arouse their Congressmen in 
opposition to the Fitzgerald Monopolistic 
Workmen’s Compensation Bill which is 
coming up for consideration in Con- 
gress soon after the session opens in 
December. 

‘ & + 
Welton On Surety Lines 

Spencer Welton, vice-president of the 
Fidelity & Deposit, gave another of his 
talks on undeveloped surety lines. The 
profit on these lines compares most 
favorably with others, and surety risks 
can be written at all times of the year 
irrespective of business booms and de- 
pressions which affect fire insurance, 
said Mr. Welton. Today surety pre- 
miums represent about one-fifth of an 
agency’s business, which is surely not 
enough. Mr. Welton urged those pres- 
ent to solicit surety covers among the 


clients already on their books. Public 
official bonds will be in demand this 
year on account of the election. Bonds 


to cover construction work, bank em- 
ployes and a host of other needs are 
required constantly, and this source of 
premium income awaits the wide-awake 
agent who will develop it. 
* * * 
Minimum Dues Increased 

Because of the larger allotment to be 
made to the National Association the 
Pennsylvania Association raised its 
minimum dues from $5 to $7.50. It 
costs the Association over $6 for every 
member without reckoning the per 


capita proportion of 
expenses. 


state association 


x * * 
Galland and Gellert Amuse 

A. S. Galland, Wilkes-Barre, who 
proposed a revision of the state laws 
dealing with fees for licensing insurance 
agents, with an aim for raising such 
fees, and Jacob Gellert engaged in a 
verbal tilt over the interpretation of 
Galland’s proposal. An exchange of 
personal remarks across the convention 
floor led President Biddle to order them 
both to sit down. This they did im- 
mediately with mental reservations to 
carry on the argument outside. 

Mr. McKelvey, of Pittsburgh, spoke 
in favor of rigid examinaitons for appli- 
cants for licenses coupled with high 
fees as a means for keeping the single 
risk agent and other unqualified hope- 
fuls out of the insur ance business. 

* * 


Val F. pane Absent 


Vice-President Val F. Genge, of War- 
ren, was unable to be present on ac- 


count of the serious illness of his wife. 
Mr. Genge was also chairman of the 
membership committee. 

x Ok Ok 


Edson S. Lott Absent 

President Edson S. Lott of the United 
States Casualty was unable to appear 
to deliver the talk he was scheduled to 
make. Mr. Lott is a great favorite with 
the Association members and a resolu- 
tion was passed extending best wishe: 
to him. 


May Have One Rating Bureau? 

There was talk at the convention of 
seeking one rating bureau for Pennsyl- 
vania to replace the four which now 
function, namely one for Pittsburgh, 
one for Philadelphia, one for the Phila- 
delphia suburban territory and the Mid- 
dle Department for the remainder of 
the state. A recommendation was made 
that a committee of five communicate 
with the New Jersey fire rating bureau 
with a view to ascertaining whether a 
similar bureau could be established in 


Condemn Principle 
Of Compulsory Covers 


FOR ALL AUTOMOBILE OWNERS 





Pennsylvania Aawe Favor Remedial 
Measures for Accidents Which 
Are Not Discriminatory 





Although the Pennsylvania Associa- 
tion of Insurance Agents last week con- 
demned the principle of compulsory 
liability automobile insurance at the an- 
nual convention at Altoona it recognized 
the need for remedial measures to lessen 
automobile accidents. The agents op- 
posed compulsory insurance on the 
grounds that it would lead to govern- 
ment intrusion in insurance and_ prob- 
ably eventually to a monopoly by the 
state government and not because they 
are hostile to the idea of injured per- 
sons being assured of indemnification. 

John T. Akers, of Pittsburgh, read a 
Pe ed paper in which he found no 
logical arguments for compulsory in- 
surance. He came to the conclusion 
that it would increase accidents and liti- 
gation, and lead to government interfer 
ence with private business. H. E. Mce- 
Kelvey, also of Pittsburgh, spoke along 
the same line as Mr. Akers, adr nitting 
the rights of injured persons to be in 
demnified but disagreeing with the con- 
tention that compulsory insurance is the 
correct means for solving the problem. 

Abram S. Galland, of Wilkes-Barre, 
threw some cold water on the growing 
sentiment against compulsory liability 
insurance when he told the convention 
that he found increasing demands from 


Deienitenala if the comiianies are will 
ing. 
* Ok Ok 
Part of Convention Broadcasted 
The annual banquet talks and enter 
tainment were broadcasted over the 
radio by Station WFBG of Altoona. 











A, R. MONROE, President 





Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$5,207,441 


SURPLUS TO POLICY HOLDERS 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 








clients of his for such 
other 
mobile 
acts. 


insurance and 
measures to make careless auto- 

drivers responsible for their 
He termed these demands justi- 
fiable and urged the convention not to 
ride roughshod over the idea of com- 
pulsory insurance without giving serious 
thought to the trouble which has 
prompted demands for universal insur- 
ance. ; 

‘There was some time consumed talk- 
ing about granting liability insurance 
only to careful drivers and having the 
state license as drivers only those who 
gave evidence of being insured. An 
agent from New Camden suggested that 
no unnaturalized citizens be allowed to 
own or operate cars. I. T. Dempsey, of 
New Bethlehem, offered the plan of re- 
fusing auto licenses to all illiterate per- 
sons. He expressed himself as against 
compulsory insurance because the in- 
surance protection named under such 
laws in other states, running usually 
from $2,000 to $5,000 was wholly in- 
adequate and not of real salvation to 
persons injured. 

As there appeared a difference of 
opinion President Biddle appointed a 
committee, with Mr. Galland chairman, 
to draw up a resolution on the subject. 
Following several hours of debate 
among its members, the committee sub- 
mitted a motion which ran substantially 
as follows: 

Recognizing that there has been agita- 
tion in favor of compulsory automobile 
liability insurance, educational methods 
should be adopted, useful information 
distributed and legislation enacted which 
should be remedial in reducing accidents 
but not discriminatory in its application. 
tion. 

The Pennsylvania Association is op- 
posed to the principle of compulsory 
automobile liability insurance as it is 


discriminatory in its application and 
fails to remedy the existing evil. 

The compulsory bill, hearings upon 
which were held in Harrisburg two 


weeks ago, is likely to be reported out 


favorably for consideration in the Penn- 
sylvania legislature according to state- 
ments made in Altoona so that the 
agents’ association and other opponents 
have a fight on their hands. 


JOHN J. MCMAHAN OVERRULED 


The Insurance Commission of South 
Carolina last Saturday reversed and va- 
cated the order of Commissioner John 
J. McMahan that rates on certain classes 
of risks in South Carolina be reduced 
to the level on similar classes in North 

Carolina and also that rates on county 
dwellings be reduced to the level of 
those in third class towns, these reduc- 
tions to be effective August 18. The 
Insurance Commainiiaia holds that the 
present rates are not unjust or dis- 
criminatory but based on experience, 
and recommends the repeal of the valued 
policy law and a cut in the fire waste. 





CANADIAN CHANGES 


T. F. Dobbin on November 1 will re- 
sign his position as Montreal manager of 
the British America, in order that he 
may devote all of his time to the sev- 
eral companies of which he is Canadian 
manager. From November 1 the Mon- 
treal business of the British America 
will be taken over by the company’s 
Eastern Department in charge of E. F. 
Garrow, with F. A. Bickerdike, as agency 
inspector for Montreal. 





1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 











CAPITAL PAID IN 


CONTINGENT RESERVE FUND 


H. A. Smith, President 


F. D. Layton, Vice-President © + ot 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 


RESERVE FOR ALL LIABILITIES... 
FORTE DOH hccsscacscsecocscccvees 


TOTAL SURPLUS TO POLICYHOLDERS.... a 
¥ Maxwell Secretary 


ss't Secretary 
F. Cowee, Ass’t Secretary 







+++ -$ 2,000,006.06 
«+++ 20,599,377.77 
9,161,570.58 

590,006.08 


Seer teeeeeseeen 





4 -. Anderson, Ass’t Sec’y 
B. Seymour, Treasurer 
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The automatic sprinkler system is 
recognized as the best and most 
reliable form of fire protection for 
stores, factories, warehouses and 
other places where valuable stocks 
are subject to the fire hazard. 


But this form of protection brings 
with it its own peculiar hazard, that 
of damaging by sprinkler leakage the 
stock which it is intended to protect 
against fire. 


Every sprinklered risk is an out 
and out prospect for Sprinkler 
Leakage Insurance. 


A Home sprinkler leakage policy 


SS 


Sell “Sprinkler Leakage” 





protects against damage or loss 
caused by sprinkler leakage whether 
originating in the portion of the 
building occupied by the assured or 
not. It also covers the hazard of 
sprinkler leakage by freezing and in 
fact all accidental causes. 

Here is a cover agents would do 
well to push at this season of the year 
before the period of freezing tem- 
peratures. 


A policy in The Home Insurance 
Company of New York provides the 
protection of the Largest and 
Strongest Fire Insurance Company 
in America. 










































TcHHOME Yet NEW YORK 
Elbridge G Snow Presvdent 
Organized 1853 Cash Capital *18,000,000. 
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Mutual Connections 
Defended By Agents 


AT PENNSYLVANIA MEETING 
Contend Dual Representation Necessary 
in Face of Severe Mutual 
Competition 





An attempt to condemn officially the 
propriety of stock company and mutual 
representation in the same local agency 
was frustrated last week at the annual 
convention of the Pennsylvania Associa 
tion of Insurance Agents, meeting in 
Altoona, when several members of the 
Association protested that mutual repre 
sentations were absolutely necessary to 
preserve local agency incomes in the 
face of outside mutual competition. The 
onslaught on mutual insurance took the 
form of an effort to change the Asso 
ciation’s constitution to bar from mem 
bership all agents writing for both 
classes of companies. After a pro- 
tracted discussion the convention voted 
to have a committee appointed which 
should make a survey of Pennsylvania 
agencies during the coming year and re 
port to the next convention what action 
should be taken with respect to mutuals. 

Not only were mutuals raked over the 
fire but the stock companies came in 
for their share of criticism, several 
agents giving the impression that the 
Middle Department rates are too high, 
thereby furnishing mutuals with a 
powerful foothold in the districts where 
they are operating widely. 

I. T. Dempsey’s talk in which he chat 
acterized as “Judas agents” those who 
stood for dual representation, was pub 
lished in THe Eastern UNbdERWRITER last 
week. 

One agent claimed that if stock insur 
ance companies would cease reinsuring 
the mutuals it would be of tremendous 
assistance to stock company agents. 

Several agents took the position that 
they wrote for mutuals to save their 
business from ruination, but contended 
they did not want to do it. They 
further declared that they did not use 
their mutuals to compete with their 
stock companies but to compete with 
other mutuals. Another argument used 
was that agents handling mutuals are 
writing only for those whose rates 
most closely approximate stock company 
schedules. 

Two or three agents from Erie de 
scribed the situation in their district 
claiming that the stock companies are 
charging far less directly across the Ohio 
border, not many miles from Erie, than 
in Erie itself, and that there are few 
reasons for these discrepancies which 
satisfy assureds. In Erie the mutuals 
are making big inroads on stock com 
pany lines especially with respect to 
automobile, sprinklered risk and work 
men’s compensation insurance. Even 
though the stock companies have made 
certain revisions in rates which have 
succeeded in blocking the mutuals from 
writing several choice risks nevertheless 
Erie agents argued for the right to be 
allowed to represent mutuals to main 
tain their agency incomes. 

W. E. Sweigart, of the Sweigart 
Hirshberger Co., Huntingdon, who is 
primarily a mutual agent, asked permis 
sion to address the convention giving 
the mutual viewpoint. The gist of his 
arguments was, as others had said, that 
mutual writing was essential for the 
preservation of agencies. He said many 
mutuals taking risks at ridiculously low 
rates which could not be maintained in 
the face of experience and he condemned 
this sort of competition. 

Mr. Sweigart declared that it was not 
in the best interests of the Pennsylvania 
Association to bar all mutual connec 
tions for the sake of the small town 
agents who need those facilities. He 
cited conditions in Ohio and New Eng- 
iand where dual agencies were looked 
upon as entirely proper, inevitable, and 
not in violation of stock insurance ethics. 




































Politics and 
Business 


(on business is patiently 


awaiting the outcome of the ap- 
proaching Fall election. 


Regardless of what the outcome of 
the election may be, dependable in- 
surance protection is always needed, 
and the agent who is identified with 
substantial, well-known institutions 
will always win for himself that 
public recognition which produces 
a large volume of good business. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 
Hart Darlington, Manager 
J. F, Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 


Hart Darlington, President 





J. F. Van Riper, Secretary 
75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 





P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensation, 
Accident and Health, Plate Glass. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 



































Increase Of Auto 


Thefts During 1924 


IN EASTERN TERRITORY 
Report to Conference, However, Shows 
Encouraging Progress Made In Re- 
covering Stolen Cars 
The report of the theft committee of 
the Eastern Automobile Underwriters’ 
Conference, made by C. S. Timberlake, 
chairman, at the recent annual meeting 
here of the Conference, throws inter- 
esting light on the automobile theft 
situation in this part of the country. 
Harry M. Shedd is director of the Au- 
tomobile Underwriters’ Detective Bu- 
reau which is leading the fight against 
auto thieves. Thefts and _ recoveries 
both increased this year: 7,870 cars were 
stolen and 4,193 recovered, while in 1923 
over 6,800 cars were stolen, and 2,902 
recovered. Mr. Timberlake reported 
that the moral hazard has increased 

this year. 

Following is the report of the com- 
mittee in part: 

“The Bureau continues to enjoy the 
close co-operation of the various police, 
county and state authorities throughout 
the district in which it operates, as well 
as many departments without said dis- 
trict. Many more co-operators have 
been added to the list since the last re 
port of the committee. 

“The Federal Government continues to 
aid the Bureau in every possible way 
in the prosecution of automobile thieves 
and the return of cars through the en- 
forcement of the Dyer Act, which has 
resulted in the apprehension of many 
automobile thieves and return of much 
salvage to our members. 

“Bureau Investigators have furnished 
much evidence and with very satis 
factory results, several cases of note 
having been successfully prosecuted due 
to the submission of evidence by Bureau 
Investigators to the prosecuting authori- 
ties having jurisdiction. 

“Several important raids have been 
conducted upon information furnished 
by the Bureau and a complete file ot 
the work accomplished in this direction 
has been kept for future reference, and 
the names and addresses of parties im- 
plicated have been furnished the Library 
Bureau for distribution to member com 
panies. 

Ford Numbers Restored 

“The process for restoring removed 
numbers has been most successfully 
used as will be shown by the greater 
number of Ford cars recovered as cov 
ered by our last annual report, dated 
May 9th, 1924. 

“The attention of members is again 
called to the fact that many cars are be- 
ing sold after recovery upon which the 
mutilated or changed numbers are per- 
mitted to remain, thus making the pur 
chaser amenable to the stringent motor 
vehicle laws now enforced in severa’ 
states within our jurisdiction, whic 
strictly prohibits the titling or licensin, 
of a car having changed, altered, or 
mutilated numbers and also makes the 
possessor liable to arrest for having pot 
session of a car not properly numberest. 
Therefore, we urge Bureau members ta 
see that these laws are strictly complied 
with in the resale of salvaged cars, so 
that there can be no cause for complaint 
by the various motor vehicle depart 
ments, state police and other authoritie. 
having charge of the enforcement of 
laws covering this subject. 

Moral Hazard Increased 

“The moral hazard unfortunately nas 
increased and the number of cases com- 
ing to our attention in which there is a 
strong suspicion of collusion is so great 
that members are urged to take some 
drastic action, looking toward the elimi 
nation of this evil, and until such time 
as concerted action is taken by the com 
panies no material reduction of thefts is 
to be expected. Lack of prosecution on 
the part of insurance companies in gen- 
eral has caused the dishonest owner and 
members of the underworld to become so 

(Continued on page 29) 
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N an effort to reduce the 


tions submitted. The Judges, 


New York City; 


3rd Prize, $250. 


EDWIN T. HERBIG 
First Prize Winner 








N ever increasing toll of disasters has grown out of the al- 
most incredible increase of motor vehicles during the past 
decade. The appalling number of accidents necessitates prac- 
tical preventive measures to bring about a decrease. 

Unquestionably the major remedies are education, regula 
tion and punishment—the first the most important. 

Kor the sake of the coming generations, in every school 
throughout the country, boys and girls should be impressed with 
the fact that the motor vehicle is a great public benefaction and, 
like fire and water, it has become a necessary element in our 
civilization, but is likewise most dangerous when not properly 
handled. 

Instruction in the laws of the road and of the city street 
should be incorporated in every elementary course. From in 
stilling the idea of precaution in the child a most impressive 
casualty decrease will result. 

If our schools, newspapers, magazines, trade journals and 
moving pictures would consistently sound their warning, they 
would exert a powerful influence upon the public. Not only 
should accidents be prominently reported but causes and pos 
sible methods of prevention should be pointed out. 

Standardization of regulations is difficult to accomplish but 
the simple signalling with the left hand might well become a 
universal sign of warning. 

There should be uniformity everywhere possible of whistle 
signals, fixed light signals properly back-fielded, safety zone 
markings, boulevard and electric car stop locations and areas. 

Definite fixed signal equipment, such as stop lights, should be 
universally adopted on all motor vehicles. 

The automotive industry might well emulate the American 





accident prevention work, were Honorable Richard E. 
Brigadier General Smedley D. Butler, 
delphia, and Mr. W. H. Cameron, Managing Director, National Safety Council, Chicago. 
The Winners in the contest are: FE. 


M. J. Morris, New York, N. Y., 2nd Prize, $500 and C. T. Hubbard, Hartford, Conn., 


The First Prize Plan 





ce pam Accidents! 


Prize Winning Plans in Independence Indemnity Com- 
pany’s Contest Offer Many Valuable Suggestions 


appalling number of automobile accidents throughout the 
country, Independence Indemnity Company recently inaugurated a nation-wide con- 
test among insurance men and offered prizes totaling $1, 


750 for the three 


Director of Public Safety, 


T. Herbig, Cleveland, Ohio, ist Prize, 


best sugges- 
men nationally known for. their interest and activity in 


Enright, Police Commissioner of 
Phila- 


“4 . 
$1,000; 





Railway Association in its standardization of rules for the safety 
of train operation. 

Better regulation of overcrowded streets would decrease the 
accident ratio. In every community studies of the volume and 
location of traffic should be made, with recommendations for 
more effective handling. Routing of traffic so as to bring about 
a separation of pedestrian and vehicular traffic, so far as 
possible, is desirable. 

The assignment of a larger number of one-way traffic streets 
in our cities would greatly facilitate the moving of traffic and 
thus reduce accident liability, as would the grouping of traffic 
into fast and slow speed movement with proper designation of 
routes. 

Staunch support should be given by our citizenry to the 
police and the judiciary when commensurate sentences for over- 
speeding and reckless driving are pronounced. Where intoxica- 
tion is responsible for the accident no mercy should be shown 
the offender but the maximum penalty should be imposed. 

In addition to all penalties now imposed, if a driver is proved 
responsible for a serious accident or death, he should be made to 
forfeit possession of his motor vehicle for a period to be deter- 
mined according to the seriousness of the offense. When the 
penalty period has ended, the police department or proper 
authoritics would remove the seals and permit the car to be 
used once more. 

Through the friendly warning hand of education, through 
the helpful advantage of standardized regulations, and, where 
necessary, through the sterner instrument of punishment, a de- 
creased toll of disasters will be levied against our motor vehicle 


traffic. 














There is now in preparation a booklet giving the three 
Those interested in the vital 
question of reducing automobile accidents may obtain 
a copy on request to the Company or any of its Agents. 


INDEPENDENCE INDEMNITY COMPANY 


Head Office: PHILADELPHIA 
CHARLES H. HOLLAND, President 


‘ 


winning suggestions in full. 


This Company maintains human relations with its Agents, Brokers and Policyholders 


kT 





AALS 





Ta Cn Gali Te 





A RAT Tr ua AUTH MR” TAAL 





ea ae 





Page 22 








=) THE E EASTERN 
Seg’ UNDERWRITER 








October 24, 1924 








Couldn’t Collect Loss; 
Also Loses Tax Case 





PLIGHT OF A COTTON FACTOR 


Board of Tax Appeals Says Taxpayer 
Can't Deduct Certain Cotton Fire 
Loss as Bad Debt 


Phe Board of Tax Appeals, Washing 
ton, which hears appeals from rulings of 
Internal Revenue 
on income tax questions has held that 
to entitle a taxpayer to deduct from 
income, as a bad debt, an item 
ascertained to be worthless and charged 
off in a given year, such a debt must 
have had an existence in fact. 

In its decision (No. 9) the taxpayer is 
a cotton factor whose business 1s storing 
and selling cotton tor customers. 

For his protection and that of his 
customers he insured the cotton so held. 
In addition to a policy of insurance, the 
insurance was represented by “certifi 
insurance” which were issued 
by the insurance company to enable the 
taxpayer to hypothecate a part ol the 
cotton with accompanying certificate ot 


the Commissioner ot 


vross 


cates ol 


insurance while at the same time he 
retained the policy itself. In March, 
1916, the insurance. policy expired. 


Phereafter on the same day a fire con 
sumed the cotton. The pledgee having 
the certificate of insurance failed in the 
courts to collect from the insurance 
company. The cotton factor thereupon 
paid the pledgee and in turn brought 
against the insurance company a court 
action, which was lost in 1919. In that 
vear, therefore, the cotton factor wrote 
off the amount of the certificate of in 
surance as a bad debt 

In this situation the Board held that 
the taxpayer had not shown a debt to 
have existed from the insurance com 
pany and therefore that the taxpayer 
was not entitled to take a deduction for 
a bad debt under Section 214 (a) (7) 
of the Revenue Act of 1918. The Board 
added that the issue of whether the tax 
payer could claim a deduction as a loss 
irom fire was not raised in the record 
and therefore not under consideration; 
if such a loss were allowed, it would 
have to be allowed for the taxable year 
1916, when the fire occurred, the 
said 


Joard 


Eastern Tornado Assn. Meets; 
R. H. Williams Elected Pres. 


R. H. Williams of the Liverpool & 
London & Globe, was last week elected 
president of the Eastern Tornado In- 
surance Association which held its an 
nual meeting here. Other officers elected 
include George G. Bulkley of the Spring- 
field Fire & Marine, vice-president; and 
George KF. Hayden of the Continental, 
secretary. The executive committee con 
sists of H. H. Clutia of the Westchester, 
\. G. Martin of the Northern of London, 
» kk Locke of the Hartford, John 
Kremer of the Insurance Company of 
North America, and Logan J. Borland 
of the Great American. 

There are now 153 members of the 
\ssociation, a gain of fourteen in 1924. 
Fornado premiums last year amounted 
to about $26,000,000, a gain of $7,000,000 
over 1922, and it is predicted that. this 
vear will show a further increase. 


EDMUND HARVEY DEAD 

Edmund Harvey, who has been with 
the local department of the Royal for 
nearly fifty years, died Friday at his 
home in Brooklyn. Mr. Harvey was 
seventy-four years old and entered the 
services of the local department of the 
Royal February 17, 1875. He remained 
in the department ever since. 


JUPITER GENERAL ADMITTED 

The Jupiter General of Bombay, India, 
has been admitted to this country, having 
been licensed last week by the New York 
Insurance Department to write fire rein- 
surance in this state. It has funds here 
of over $500,000 and its United States 
managers will be Fothergill & Hartung 


Canada Departments 
Of Insurance Meet 


FIRST GATHERING OF _ KIND 


Insurance People of All Divisions Are 
Hosts at Banquet Held in Toronto 
- on Tuesday 


On Tuesday at the King Edward Hotel 
in Toronto a complimentary dinner was 
tendered by the combined insurance 
forces to the Provincial Superintendents 
who are holding their first annual con- 
ference in that city. This is the first 
time that the three branches of insur- 
ance business in Canada—fire, life and 
casualty men have joined for any pur 
pose. 

A dinner committee was appointed, 
comprising a representative from each 
of three branches of the business: T. G. 
McConkey, Canada Life, Col. Sidney W. 
Zand, United States Fidelity & Guar 
anty, and Lyman Root, Sun Fire Office, 
with Joseph Taylor, Canada Life, as sec 
retary, and an excellent) program has 
been arranged for the occasion. After 
the dinner the following program was 
carried through, with Joseph FE. Thomp 
son, speaker of the Ontario Legislature, 
as toastmaster: 

“Superintendents of Insurance of the 
Provinces of Canada” 

lr. L. Morrisey, Esq., Montreal; J. P. 
Dougherty, Esq., Superintendent of In 
surance for British Columbia. 

“Canada” 

James V. Barry, vice-president, Metro 
politan Life Co., New York; W.. F. 
Nickle, K. ©., Attorney-General of On 
tario. 

“The Insurers” 

C. B. McNaught, Toronto; 
Laidlow, Toronto; EK. EF. 


John B. 
Reid, London; 


Col. A. FE. Kirkpatrick, Toronto. 
“The Insured” ; 
Mark Irish, Toronto; Col. Arthur F. 


Hatch, Hamilton, president, Canadian 
Manufacturers’ Association. 
“Our American Friends” 

J. P. Belanger, Superintendent of In- 
surance for Quebec; Wesley FE. Monk, 
Commissioner of Insurance for Massa 
chusetts. 

“The Field Force” 

Charles Heath, Superintendent of In 
surance for Manitoba; Cecil Bethune, 
Ottawa; John A. Tory, Toronto. 


BUTTON RESERVES DECISION 

Commissioner Button reserved his de 
cision after hearing charges which Walter 
lurnbull. local agent of Lawrenceville, 
Va., brought against Coleman and Segar, 
another agency firm of that town. More 
than a score of witnesses testified at the 
hearing, which consumed the greater part 
of one day. Commissioner Button made a 
special trip to Lawrenceville to hear the 
case. Mr. Turnbull charged that the other 
agency had been guilty of cutting rates on 
farm property in such a manner that the 
practice constituted rebating. Coleman 
and Segar wanted to prefer counter 
charges during the hearing, but Commis- 
sioner Button put his foot down saying 
that he would have to get through with 
the case at issue before he could undertake 
to consider such charges. The commis 
sioner still had the case under advisement 
this week. 


RUDOLPH G. HAYER DIES 

Rudolph G. Haver, Denver manager 
for the American National Company, 
died of heart disease, October 7. He is 
survived by his widow, a son, and two 
daughters. He had been ill for three 
months. Interment was in Mount Olivet 
cemetery, Denver. 


TAYLOR TWYMAN KILLED 

J. Taylor Twyman, manager of the 
local agency of Mathis & Twyman- 
McKenzie at Charlotteville, Va., was 
killed instantly last Saturday in an au- 
tomobile accident. Mr. Twyman was 
active in Virginia agency affairs and 
viewed as one of the most capable men 
in agency circles there. 


TORONTO INSTITUTE 


Opening Session Was On October 16; 
All Kinds of Insurance Figure In 
Lecture Course 
The Insurance Institute of Toronto, 
of which W. A. P. Wood is president 
for 1924-5, has issued its programme for 
session. 


the forthcoming The opening 


meeting was on October 16th, when Mr. 


Wood delivered his inaugural address 
as president, and Dr. A. C. McKay, 
president of the Central Technical 
School, gave an address on “Educa- 


tion.” For November 20th, two ad- 
dresses have been arranged; one by Mr. 
P. S. MacLean of the Canada Life on 
“Interest and Discount,” and the other 
bv Mr. Clifford Elvins (Imperial Life), 
“Putting Personality Into Business Let- 
ters.” December 11th is set apart for 
an address on a fire insurance topic, 
the subject and speaker to be announced 
later. January 15th, 1925, address on 
“Elementary Bookkeeping,” to be given 
by Mr. E. T. Showler, of the Manu- 
facturers Life, and another on “Co-op- 
eration in the Insurance Business,” by 
V. Evan Gray, chairman of the Canadian 
Casualty Underwriters’ Association. On 
Kebruary 19th, there will be an address 
by R. J. Sullivan, vice-president of the 
Travelers Indemnity Co., Hartford, on 
“The Use of Statistics in Casualty Rate 
Making,” and the final meeting of the 
session will be held March 19th when H. 
J. Simms, K.C., of Waterloo, will give 
an address on the “New Uniform Life 
Insurance Act.” 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


of an insurance com- 
ervatism of its man- 


agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


OFFICE 


Hanover Bldg., 34 Pine St. 
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Howie, Jarvis & Wright, Ine., General Agents 
Metropolitan District 
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SIXTY YEARS IN 
INSURING NEARLY TWO BILLION DOLLARS 
IN POLICIES ON 3,500,000 LIVES 


Declaration of Independence 


FACSIMILE copy of the Declara- 
tion of Independence has been is- 
sued by the John Hancock Mutual Life 
Insurance Company. 


This reproduction is a composite re- 
duced fascimile, one-quarter size, taken 
from a facsimile reproduction of the 
original Declaration of Independence 
made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then 
Secretary of State. 
grossed Declaration is in the custody of 
the Librarian of Congress at Washing- 
ton. The John Hancock Company will 
be glad to send a copy of the Declaration 
to any person sufficiently interested to 
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Judge Conn Upholds 
Ohio Auto Title Law 


CLAIMANT WAS NOT OWNER 





Husband Had Given Car to Wife, But 
Had Failed to Register Transfer 
As the Law Required 





Judge Harry L. Ccunn of the Supreme 
Court of Ohio, who termerly was Ohio 
superintendent of insurance, has deliver- 
ed an interesting opinion on the applica- 
tion of the registration of title law to 
automobiles and auto insurance. In this 
opinion Judge Conn holds taht one who 
purchases an auto policy, containing a 
provision that the underwriter shall not 
be liable if the insured is not the sole 
and unconditional owner of the car, may 
not recover damages under such policy 
when the owner had not complied with 
the auto title registration law either at 
the time of procuring the insurance or 
at the time the liability was claimed to 
have arisen. The Supreme Court de- 
cision reversed that of the Court of Ap- 
peals. 

Following are 
Conn’s opinion: 


extracts from Judge 


Text of Conn’s Opinion 


The facts in this case disclose that one 
Todino, husband of the plaintiff, on April 
29, 1921, procured of the Ohio Farmers 
Insurance Company, hereinafter referred 
to as defendant, a fire and theft policy 
covering on an automobile; that on Oc- 
tober 27, 1921, the husband visited the 
agent of the company and stated that he 
wanted the policy “corrected” by having 
it run in favor of his wife, hereinafter 
referred to as plaintiff; that pursuant to 
such direction the agent of the com- 
pany made an endorsement substituting 
the plaintiff instead of the husband as 
the insured. 

Subsequently, suit was entered in the 
full amount of the policy and defendant 
answered with a denial of liability 
averring that no bill of sale was executed 
by the husband to the plaintiff in accord- 
ance with the act of the General As- 
sembly found in Volume 109, page 330, 
et seq., of the Ohio Laws, and that the 
policy contained a provision exempting 
the company from liability in event the 
insured was not the sole and uncon- 
ditional owner of the property covered 
by the policy. 

Plaintiff and her husband testified that 
on October 27, 1921, the husband gave 
the car to the plaintiff; that the car was 
stolen within a day or two thereafter 
and proofs of loss were made to the de- 
fendant company which rejected the 
claim. It was conceded or fully proven 
at the trial that no bill of sale was 
executed and that the policy contained 
the clause as plead by the defendant. 
The Common Pleas directed a verdict 
for defendant and entered judgment 
thereon, which judgment the Court of 
Appeals reversed, and the case is here 
for our construction of that statute in 
so far as it is applicable to the precise 
facts. 

It is unnecessary at this time to de- 
termine what rights, if any, plaintiff 
might have against her husband and all 
the world if the issue were as to her 
right of possession of this car. The is- 
sue and the only issue in this case is: 
What right has plaintiff, in view of the 
sole and unconditional ownership clause, 
to recover from defendant for the loss 
of the car, it appearing that no bill of 
sale had been issued to plaintiff for the 
automobile prior to or at the time she 
claimed to acquire title to the car, nor 
at the time the endorsement was placed 
on the policy, nor, indeed, at the time 
the car is claimed to have been stolen? 

Law On Passing of Gifts 

It is provided by the above cited 
statute that in all gifts in which title 
passes to a used motor vehicle the per- 
son making the gift shall execute in the 
presence of two witnesses a bill of sale 

(Continued on page 36) 


Connecticut Hot on Trail 
of Auto Service Concerns 


Howard P. Dunham, Commissioner of 
Insurance in Connecticut, is hot on the 
trail of some six “service” companies 
who are selling “service” premiums un- 
der misrepresentations and without be- 
ing licensed to do business in this state. 
It seems that these “service” organiza- 
tions are using the names of well-known 
insurance companies. They issue a 
“service” policy which is similar to one 
introduced in Pennsylvania and other 
states, using the name of the Aétna, 
Cravelers, American, Automobile, United 
States, or Continental. 

Commissioner Dunham says his de- 
partment is now gathering evidence to 
prosecute these companies whose opera- 
tions are causing considerable concern 
to the companies whose names they are 
using. Prosecution in this state will be 
under Section 4277 of the Connecticut 
insurance laws. This section demands 
that insurance agents domg business in 
this state shall be licensed, and defines 
the term “agent” or “agents” as “an 
acknowledged agent or surveyor and any 
person who shall in any manner aid in 
transacting the business of an insurance 
company.” 

















NEW YORK 


Your Company 


CHICAGO 


ST. LOUIS ERUPTS AGAIN 


Agents There to Present Plan to Com- 
pany Managers Today; Union Agents 
Losing Commissions 
The St. Louis situation has reached 
another crisis. The fight between the 
Union and Bureau companies has forced 
on the St. Louis agents a_ threatening 
menace. Conditions growing out of the 
new commission schedules, forced into 
effect by the Union companies beginning 
last July 1, have become so critical that 
the members of the Fire Underwriters 
Association of St. Louis have unani- 
mously decided to take hold of the situa- 
tion and present the companies a new 
agreement which is believed will save 


the situation in this vicinity. 

This plan will be present to company 
managers at Chicago today. Meeting on 
Thursday, October 16, at the call of W. 
D. Hemenway, president, twenty-seven 
of the active members of the association 
of St. Louis nuderwriters, discussed 
every phase of the St. Louis situation 
and the needs for bringing relief to all 
elements in the business. President 
Hemenway explained that the object of 
the meeting was to present a plan which 
had been arranged for submission to the 
Conference Committee of Company 
Managers at Chicago, and to ask for 
authority to appoint a committee of the 
Fire Underwriters Association of St. 
Louis to visit Chicago on this mission. 





NEWARK SOCIETY TO MEET 
The Fire Insurance Society of Newark 
will hold a special meeting on Tuesday, 
October 28, in the Globe Indemnity 
Building, Newark, at which time officers 
will be elected to put the new agency 
appointment agreement into effect. 


HEADS AUTO CONFERENCE 

McClure Kelly, manager at San Fran- 
cisco of the Insurance Company of 
North America, was this week elected 
president of the Pacific Coast Auto 
mobile Underwriters’ Conference. 


Behind our agent and every Fidelity - Phenix 
policy that he sells stand unsurpassed loss pay- 
ing power, assurance of fair adjustments and 
unquestionable integrity. These three qualifica- 
tions are built into our organization. 


But the secret of greatness is loyalty and co-oper- 
ation, and to the loyalty and co-operation of 
its Agency Force the Fidelity-Phenix attributes 
its present high standing in the business. 


FIDELITY-PHENIX 
FIRE INSURANCE CO: 


8O MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


PAUL L. HAID, President 


MONTREAL 


SAN FRANCISCO 


SEPARATION SUIT POSTPONED 
The Minnesota separation suit hearing 
has been postponed from October 20 to 
November 11, as a number of the wit- 
nesses are unable to be present at the 
earlier date. The hearings in the Kansas 
separation suit will begin December 1 
at POON Sa 
JAMES L. NOONAN DIES 

James L. Noonan, vice-president of the 
Rose & Kiernan, Inc., local agency in 


Albany, N. Y., died Tuesday of this week. 
He was only thirty-six years old. The 
funeral will be held today. 
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Parares K. Weis 
ALL KINDS OF 


INSURANCE 


MOBERLY TRUST BUILDING PHONE 383 


MOBERLY, MISSOURI 


December 5, 1923, 
Jenuary 6, 1923 


Hartford ance I : 
‘bn. bane HIS letter is reproduced through 


the courtesy of Mr. Weis; it was not 
originally intended for publication 
Gentlemen: when written to the Advertising De- 
partment of the Hartford Fire Insur- 


Attention: Advertising Department. 


Hew business appears to be a very tangible nani ‘ 
reason as a foundation for our belie? ons ear news- he 
paper advertising campaign, conducted in accordance 
with plans laid out by your office, is directed along 
the right line and is bearing fruit. We take thio 
opportunity to thank you for the last two series of 
advertisements mailed to us, which appear to be ex- 
ceptionslly good. 


We have decided to supplement our newspaper 
campaign at this time with the showing of a movie 
film and will ask that the film entitled "Think, 
Please Think," be sent to us. For your information, 
beg to advise that we have the name strip film, which 


you sent to us in comection with another film some 
time ago. 


Yours very truly, 


CO Fitts 


GENTS of the Hartford Fire Insurance Company receive many 
kinds of valuable assistance from the Company. The agent whose 
letter is shown above has found the newspaper advertising prepared by 
the Advertising Department of the Hartford of material benefit, and 
he is also a user of Hartford motion picture films. 


All kinds of advertising helps are offered to Hartford agents as 
well as expert service in all the other phases of insurance. 


<=  _ HARTFORD FIRE INSURANCE COMPANY 


Insurance Policy HARTFORD, CONNECTICUT 
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F. R. Millard, Famous 
Aduster, To Retire 


HAS AFFECTION OF ALL 





Started With Continental In Chicago 
Fifty-four Years Ago; Secretary of 
America Fore Companies 





One of the most lovable figures in the 
insurance business is to retire after more 
than half a century in the game. 

He is F. R. Millard, general adjuster 
of the America Fore companies and sec- 
retary of those companies. He has done 





F. R. MILLARD 





his job—a big one—and now he is ready 
to spend the balance of his life in Cali- 
fornia where he will go with the best 
wishes of an army of friends. These in- 


clude every officer of the America Fore 
companies, its field staff, its agency staff 
and the executives of the loss depart- 
ments of practically every fire insurance 
company in the country, or at least of 
as many who have been thrown into 
contact with this unusual personality. 

To show the regard with which he is 
held in his own organization about fifty 
from 80 Maiden Lane turned out at a 
testimonial dinner given in the Com- 
modore on Tuesday night, the call be- 
ing issued by five officers of America 
Fore companies; and toasts to Mr. Mil- 
lard and the felicitous things said about 
him were worth going a long distance to 
hear because every one knew that they 
were deserved. 


Began In Chicago 

Mr. Millard started his insurance 
career in Chicago and he was the third 
man taken on when the Western De- 
partment of the Continental was or- 
ganized under R. J. Taylor fifty-four 
years ago. At first he was a clerk in 
the office and then he became assistant 
state agent in Michigan. Then he be- 
came a special adjuster and finally head 
of the loss department of the Western 
Department. His constant good nature, 
his perennial flow of spirits, his refusal to 
flare up or get rattled probably were the 
qualities which made the officers of the 
company believe that he would be an 
ideal loss man. He could call upon a 
farmer who had a difficult tornado loss 
and settle it on the terms fair to the 
farmer and fair to the company and 
upon his departure the assured would be 
sorry to see him go. Frequently, he was 
told: “Hope to see you again,” where- 
upon Mr. Millard would smile and pro- 
ceed on his way, .hoping never to see 
the farmer again because if he did it 
would be upon a loss. 


Came to New York in 1906 


In 1896 Mr. Millard became general 
adjuster for the Western Department 
and as such trained dozens of men into 
a better comprehension of what loss ad- 


justment meant. He was always kindly; 
always patient; always informative. He 
saw many new kinds of cover develop, 
each one bringing into being a brand 
new set of loss problems, and it was 
not long before he became an authority 
on all of them. He tackled use and 
occupancy along with the rest and suc- 
cessfully grappled with form interpreta- 
tion difficulties which have sent some 
others into nervous breakdowns. He had 
his own views of use and occupancy 
forms and saw the need for a clearer 
and more comprehensive cover. These 
views were presented to several associa- 
tions. 

In 1906 Mr. Millard came to New York 
as general adjuster of the America Fore 
companies. Some years ago he was 
made secretary of the companies. 

In personal appearance Mr. Millard 
presents a distinguished figure, having a 
grey moustache and goatee and being of 
the Southern Colonel type. At the din- 
ner Tuesday night he was presented with 
a Radiola. 

NEW YORK DIRECTORY 

The New York State Field Annual 
and Insurance Directory for 1924, pub- 
lished by the Insurance Field Company, 
Louisville, Ky., has been printed. It 
consists of more than 530 pages. The 
names of all licensed agents are printed 
and there is a variety of other valuable 
information in the book which is printed 
in convenient compact form so that it 
can be carried in a pocket. The book 
also contains a list of the special agents 
in this state. 


MANAGER AT LOUISVILLE 

The American National of Galveston 
has appointed M. H. Dodson manager 
of the ordinary department for Ken- 
tucky. Offices have been opened at 
Louisville and the work of organizing 
a field force is under way. Mr. Dod- 
son has been in the life business for 
about fifteen years and needs no intro- 
duction in insurance circles. 





Judge Takes Insurance 
Case From the Jury 


NO SPRINKLER LEAKAGE LOSS 


Fire Occurred When Sprinkler System 
Was Being Extended From One 
Warehouse to Another 


Under a ruling of Judge D. L. Groner 
of the United States District Court at 
Richmond, Va., the Aftna Casualty & 
Surety is not liable for a sprinkler leak- 
age loss which occurred in the plant of 
the Virginia Bonded Warehouse Cor- 
poration at Richmond, September 17, 
1923. The Attna denied liability on the 
ground that the loss (amounting to 
$12,282) occurred while the sprinkler sys- 
tem was being extended from Ware- 
house A to Warehouse C, a clause in the 
policy expressly exempting the company 
under such conditions, it was claimed. 
The leakage and consequent damage re 
sulted, it appears, when the contractors 
severed a supply pipe in Warehouse A in 
the course of their work. The clause in 
question stipulated that the company 
should not be liable in the event of a 
loss from repairs, alterations or exten- 
sions to the automatic sprinkler system. 
The warehouse corporation, in suing for 
recovery under a policy, issued by the 
7Etna, undertook to show that a new 
system was being installed and that the 
work constituted neither repairs, exten- 
sions nor alterations. 

Judge Groner, after hearing the evi- 
dence, took the case from the jury and 
directed a verdict for the defendant. 





TIRE STRIPPING 


Fifty per cent of the automobiles 
stolen in St. Louis, Mo., are driven into 
St. Louis County, taken to some side 
road and stripped of tires and all acces- 
sories which are then sold to “fences” 
in St. Louis who resell them to automo- 
bilists at “bargain” prices. 
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A. G. MARTIN, Manager. 


70th ANNIVERSARY 


THE NORTHERN 


ASSURANCE COMPANY 
LIMITED OF LONDON 


“STRONG AS THE STRONGEST”’ 


IRE Prevention has become a national movement for interesting and in- 
structing the public how to safeguard its properties from avoidable fires. 

The fire waste in the United States runs over half a billion dollars per 

annum, which is nearly $5 for every man, woman and child in America. 


Assets, $9,025,827.79. Liabilities, $6,522,024.17 
; Surplus in U. S., $2,503,803.62 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


J. V. LANE, Ass’t Mgr. 


WM. H. McGEE & CO., INC., Marine Underwriters, U. 


AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 





C. W. COOPER, Ass’t Mar. 


J. D. ERSKINE, Gen’l Agent 
S. A., 15 William Street, New York 


1924 
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‘Promoting NATIONAL Unity 


N° single force does more to bind the Nation together than 
printer’s ink. It makes neighbors of folks thousands of miles 
apart. It opens the chambers of government to every citizen who 
casts a vote. 

The safeguard of Insurance is a vital necessity to printing 
operations, from the manufacture of inks and paper to the never 
ceasing rumble of the press. Through the work of Insurance ex- 
perts, the littered, ink-soaked fire traps of a few years ago are 





being transformed into our most modern, fire-proof plants. 

Here, as in all National undertakings the Liverpool and London 
and Globe enjoys the confidence of a long and representative list 
of clients. L.& L.&G. agents realize that every policy they place 
for the printing trades is another testimonial to the service ren- 
dered by the company in the interests of the Nation. 
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E. M. Allen Replies to 
Northwestern Nat’l 
AT OKLAHOMA AGENTS MEETING 


Makes Emotional Appeal for United 
Support by Agents to the Mil- 
waukee Declaration 





Kk. M. Allen, of Helena, Ark., former 
president of the National Association of 
Insurance Agents and a member of the 
national executive committee this year, 
replied to President James of the North- 
western National in the course of a 
talk made Tuesday of this week 
before the Oklahoma Association. Al- 
though talking personally to Oklahoma 
agents he was addressing his appeal for 
united support to the Milwaukee declara- 
tion to local agents everywhere. 

“A wave of 


stirring 


agency enthusiasm has 
swept over the country during the past 


two weeks,” said Mr. Allen “following 
the publicity given the Milwaukee 
Declaration. This certainly must mean 


that the local agents are realizing to the 
fullest extent just what conditions have 
arisen and what must be 
come them. President Moffatt expressed 
his own faith and confidence in the 
agents of this country when he said re- 
cently: “In the hands of the agents lies 
a responsibility for the American Agency 
System. Only by pledging our support 
to those loyal companies and by declin- 
ing to do business with others can it be 
impressed upon the insurance world that 
we have accepted the responsibility. 
Pressure exerted in a righteous cause by 
the agents of this country will gain the 
respect of all parties at interest and 
will be applauded by our good friends 
among the companies and felt by those 
who have wandered from the straight 
and narrow path of ethical business con- 
duet. 


done to over 


Should Heed President’s Call 


“This is a ringing call to arms, and the 
alarm has been sounded by a cool-headed 
leader who has been handling aational 
problems of interest to local agents for 
the past seven years. He knows what 
he is talking about, and he is not in- 
fluenced by popular clamor, or by preju- 
dice. He has given careful considera 
tion to all circumstances surrounding the 
two cases now before the agents of the 
country, and he feels justified in ca'ling 
upon the general membership of the Na- 
tional Association to dispose of then It 
ought to be a matter of pride with us 
to show our loyal companies that their 
friendship and co-operation is appre 
ciated in a material way. Our President 
has given the word, and it is now to us 
to act 

“You have made oi the National Asse 
ciation ot Insurance Agents a powerfu: 
organization ‘to support right principles 
and oppose bad practices in underwrit- 
ing;’ to deal fairly and squarely with 
our companies and with the public. Its 
inembers expect the same sort of treat- 
ment in return. Two of our companies 
are indulging now, openly and con- 
tinuously, i in what we must call bad prac- 
tice, and we are forced to take up arms 
against them. It is a burning shame 
that such is the case; we should be 
working with our companies one hun- 
dred per cent instead of fighting any 
of them. We have been coolly and de- 
liberately attacked, however, and we 
should be worse than craven if we did 
not fight with every resource at our 
command. 

A Company Quarrel 


“The president of the Northwestern 
National in question has just issued an- 
other circular letter to his agents. What 
a sad commentary on the business of in- 
surance it is that such a letter should 
come from the pen of the president of a 
stock fire insurance company! In this 
letter he blames the Western Union for 


the recent agitation that has been aroused 
against his company. How mistaken he 
is! The miserable mess between the 
Union and the Bureau is a company 
quarrel with which the agents have but 
little to do, although their business has 
been sadly demoralized by reason of it. 
It is a matter of small moment to the 
agents what methods are indulged in b\ 
the Union or Bureau companies in pro- 
longing their argument, but when the 
Northwestern National or any othet 
company attempts to explain away our 
age-old princple of agents’ ownership of 
expirations, then the fight is brought 
to our very door. 

“The agents of America do not agree 
with the conclusions of Colonel James; 
the agitation he refers to is the result of 


this disagreement. Colonel James has 
put his own interpretation upon this 
fundamental principle of ours; he 
changes its meaning to suit his own 
wishes, and then blandly assures his 
agents that those who agree with him 
will not be hurt. There is something 


in store for him and for his company that 
will hurt. There can be no compromise 
or change in any principle of our Na- 
tional Association. Our own interpre- 
tation of our principles, accepted by the 
big majority of our companies, must be 
held as final and conclusive. The Union 
is not responsible for the agitation 
against the Northwestern National. 


How Companies Can Remedy Situation 


“It seems to me that two important 
company executives, who should be 
worthy of the admiration and respect of 
our members, have miscalculated the real 
egency sentiment of this country. 
Usually, really big men are always will- 
ing to recognize their mistakes and to 
make amends for them. Before this 
fight taken on the serious aspect that is 
sure to follow, it might be a generous 
move on the part of the agents to offer 
an honorable method of settlement. Ii 
the Firemen’s, for instance, recalled their 
bank agency appointment at Louisville, 
and promised their hearty cooperation 
with the principles of the National As- 


sociation in the future, why could not 
a satisfactory adjustment be made? 
“If Colonel James should write just 


one more circular letter to his agents, re 
tracting his former statements, and 
promising the whole hearted support ol 
his company for the maintenance of the 
American Agency System and its prin 
ciples, would it not be a better solution 
than to force the company to time at 
the end of a hard fought battle? No 
company or group of companies can 
stand up long under the combined attack 
of the agents of America. Such a fight 
can have only one ending, and I feel 
sorry for the companies who appear to 
be bent upon their own destruction 

“As matters now stand, your Presi 
dent has outlined your course of action. 
Your marching orders have been re 
ceived! If I know anything at all about 
the local agents of Oklahoma I am cer 
tain in my own mind of their response 
to this call, and know how quickly they 
will rally to the support of President 
Moffatt. Gentlemen, the fight is now up 
to you!” 


West Virginia Agents Fix 
Nov. 1 For Sole Agencies 


West Virginia local agents have fixed 
November 1 as the date on which they 
intend to enforce the sole agency 
agreenient, already subscribed to by sev- 
eral hundred agents in that state. By 
this agreement every fire company 
operating in West Virginia is to be 
allowed to have only one agent in each 
town or district, if the agents are able 
to enforce their agreement. Over fifty 
companies have indicated their inten- 
tions of abiding by the change and those 
which will not subscribe are in danger 
of losing their representations in the 
agencies that are co-operating with the 
West Virginia Association of Insurance 
Agents. The sole agency campaign was 


precipitated by the fire companies re- 
ducing commissions in West Virginia. 





N. Y. Examiners Elect 
M. J. Zaengle President 


TWENTY YEARS | IN BUSINESS 


Association Has About 250 Interested 
and Is Built Upon Educational Lines; 
Other Officers 





At the opening fall 
Examining Underwriters’ Association of 
New York Michael J. Zaengle of the 
Svea was elected president. 
about 1,000 
250 of them are 


dinner of the 


There are 
and 
interested in the 


examiners in the city 


ibout 
dew association, which is an education- 
al organization in which the members 
‘xchange information and expe rience and 
listen to speakers of prominence in the 
ousiness discuss subjects which engross 
the attention of the men who pass on 


daily reports. The association also is- 
sues a breezy little publication called 
“The Examiner” in which are printed 


the addresses delivered before the body. 

President Zaengle has been in fire in- 
surance for two decades. For fourteen 
years he was with the Hamburg-Bremen 
which he left in 1914 to go with the 
Nord-Deutsch as chief examiner of the 
Eastern Department. 

In April, 1918, he entered the service 
of the United States Army, serving on 
the Adjutant-General’s staff. In May, 
1919, he joined the Svea's forces. He is 
prominent in the Brooklyn Elks’ Club 
and was formerly president of the Na- 
tional Athletic Club of Brooklyn. 

Other officers elected this week by the 
examiners’ association were: M. Guillan, 
Continental vice-president; C. J. Penna, 
London Assurance, secretary; A. A. 
Knoepfilr, Yorkshire, treasurer; and this 


is the executive committee: George Bell, 
American; L. H. Sturgis, Commercial 
Union; and C. O. Richards, New York 


Underwriters Bossi 


W. S. HART APPOINTED 


Made Manager of - City Fire Department 
of N. Y. Office of Automobile 


Ins. Co. of Hartford 
John 5S. ‘Turn, secretary-general man 
ayer of the New York office of the Atétna 


Life, The Attna Casualty & Surety, and 
the Automobile Insurance Company of 
Hartford, Conn., announces the following 


change affecting the city fire department 
of the Automobile Insurance Company: 


William S. Hart, formerly Superintend 
‘nt of Agents at the home office of the 
\utomobile Insurance Company, has been 
appointed to the position of manager of 
the city fire department of the New York 


fice of the Automobile Insurance Com- 
pany. Mr. Hart’s experience extends 
over many years in fire insurance and 


underwriting, and he has proven himself 
worthy of this re sponsibility. He will be 
ably assisted in the responsibilities he as- 
sumes by J. R. Maltbie, who will continue 
is heretofore, superintendent of the de 
partment. 








Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. IvEs 


. President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy ° 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








‘* Then give to THE WORLD the 
best that you have and the best 
will come back to you.’’ 
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LOGUE BROS. & CO., Ine. 
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ROSSIA INSURANCE COMPANY 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 





UNION RESERVE INSURANCE CO. 
OF NEW YORK 





REINSURANCE 
HARTFORD, CONNECTICUT 
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H. N. DICKINSON, Vice-President 





Iu Memoriam 





JOHN L. CUNNINGHAM 


1840 — 1924 








John L. Cunningham was born at Hudson, New York, April 5, 1840. Grad- 
nating at the Union University Law School at Albany in 1861, he practiced 
law fora year, then served four years in the Civil War where he won the rank 
of Major and brevet Lieutenant Colonel, In 1869, began his fifty-five 
years’ relationship with Glens Falls Insurance Company, becoming, in suc- 
cession, Special Agent, Secretary and virtual manager (1872) and President 
(1892). He resigned the Presidency in 1914, but remained as a Director 
and a Member of the Executive Committee. Colonel Cunningham was 
thirty-six years the editor of the little insurance periodical ““Now and Then,” 
which he continued up to the time of his death. 








It is with a deep sense of personal bereave- 
ment that the officers of Glens Falls 
Insurance Company announce the pass- 
ing of their beloved associate and former 
President, John L. Cunningham, on the 
fifteenth day of October, 1924. 


For nearly two generations Colonel 
Cunningham has been an outstanding 
fivure in American fire insurance, and it 
is probable that no man in the history of 
this business has been more widely and 
affectionately esteemed by his contem- 
poraries. 


To his ripe experience and his adminis- 
trative ability Colonel Cunningham added 
a personal charm that impressed itself 
on all who knew him. Gifted with a vein 
of delightful humor, which permeated all 
that he said and wrote, “The Colonel,” 
as he was usually known, was much in 
demand as a speaker and continued to 
exercise his influence through the col- 
umns of “Now and Then” after failing 
health made public appearance no longer 
possible. 


It is not too much to say that he per- 
sonally endeared himself to thousands, 
including many whom he never saw, and 
that the regard in which he was held was 
based upon the unfeigned kindliness and 
thoughtfulness that never were absent 
Malice was 
unknown to him. ‘To an unusual degree 
he exemplified Emerson’s dictum that 
“the way to have a friend is to be one.” 
In the truest sense “The Colonel” always 
was a friend. 


from his words or actions. 


With the passing of this veteran under- 
writer the insurance world has lost a 
recognized leader, and thousands of agents 
have Jost that source of wise and witty 
sayings which made his little periodical 
aunever welcome visitor. But to his close 
associates his loss means the removal of a 
wise counsellor, possessed of a fine sense 
of integrity and honor, a wonderful char- 
acter and an inspiring example, who was 
contemporary with almost the entire 
existence of this company and to whose 
able direction was due much of the success 
of its history. 


GLENS FALLS INSURANCE CO. 


KE. W. WEST, President 


F. M.SMALLEY, F. L. COWLES, H. W. KNIGHT, J. A. MAVON, Secretaries 
R.S. BUDDY, C. R. WHITEHEAD, Assistant Secretaries 


R.C. CARTER, Treasurer 
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Insurance Institute 
Lectures Begin 


GOOD TURNOUT OF STUDENTS 





President Kennedy of Insurance Society 
of New York Introduces Lecturers 


E. R. Hardy and S. Rhoades 


The fall fire insurance courses of the 
Insurance Institute of America opened in 
the New York Board rooms this week 
and when Edward R. Hardy, assistant 
manager of the New York Fire Insur- 
ance Exchange, appeared to lecture on 
the principles and history of fire insur- 
ance there was not a vacant seat and 
many were standing. The students came 
from the brokerage and the company 
officers, were nearly all young men who 
are starting out on their insurance 
careers and they followed the lecturer 
with keen interest. On Tuesday Sum- 
ner Rhoades, secretary of the New York 
lire Insurance Rating Organization, be- 
gan the first of three lectures he is to 
deliver on “History and Elementary 
Principles of Fire Insurance Rating.” 
He talked’ with blackboard illustrations 
and turned out to be an _ excellent 
lecturer. 

Sidney R. Kennedy, president of the 
Insurance Society of New York, intro- 
duced the lecturers. 

Other Lecturers 

Among others who will speak during 
the course are Frank H. Alcott, assist- 
ant to consulting engineer, National 
Board of Fire Underwriters; Ralph G 
Potter, secretary of the Eastern Union, 
W. B. Burchell, general agent of the 
Commercial Union; Louis M. Harding, 
manager of the Underwriters Bureau 
of the Middle and Southern States; 
Kdward B. Buhler, special agent of the 
Northern; Elmer C. Decker, assistant 
secretary of the Home; Edward J. Kil- 
duff, of the School of Commerce, New 
York University; George Harrington, 
manager of the New York City Adjust- 
ing Department of the Home; George 
W. Booth, chief engineer of the National 
Board of Fire Underwriters; Joseph C. 
Forsyth, chief inspector of the New 
York Board of Fire Underwriters; 
Logan J. Borland, assistant secretary of 
the Great American; Edward S. Inglis, 
general agent, North British & Mer- 
cantile; V. E. Neville, Underwriters 
Bureau of the Middle and Southern 
States; William B. Lutz, assistant gen- 
eral agent, Phoenix Assurance; Edward 
P. Boone, superintendent sprinkler de- 
partment, New York Fire Insurance Ex- 
change; L. C. Williams, general adjuster 
of the Atlas;; Ralph P. Parson, T. C. 
Moffatt & Co., Newark; Charles B. 
Langdon, chief engineer of the Factory 
Insurance Association; D. Neil Iverson, 
agency superintendent Star Insurance 
Company; and Thomas F. Tarbell, act- 
uary Aftna Life. 


PRAISE FOR W. J. O'CONNELL 





Young Local Agent of Watervliet Brings 
Fire Prevention Expert to Talk in 
Nine Schools in Town 
Company executives and _— special 
agents are speaking favorably of the 
enterprise of William J. O’Connell, a 
young and progressive agent of Water- 
vliet, N. Y. The O'Connell Agency ob- 
tained the services of Captain Sheehy 
of the Albany Fire Protectives during 
Fire Prevention Week as the orator to 
deliver addresses on fire protection in 
each of the nite schools of Watervliet. 
The captain showed up with the chief 

of the fire department. 

The agency also offered three prizes 
of $5 each for the students submitting 
the best essay on fire prevention. 

Naturally, the entire interest of the 
community was enlisted, not only of the 
school children but of the grown-ups and 
the best sort of publicity for the fire 
Insurance business resulted as well as 
to concentrate the attention of the town 
on the important matter of keeping down 


the fire waste by eliminating careless- 
ness. 








Capital 
Premium Reserve 


Net Surplus 

Total Assets 
SURPLUS TO POLICYHOLDERS 
FIRE - MARINE - 








Organized 1859 


Natio! Liberty 


Insurance Company 


of America. 


Head Office: 709 Sixth Avenue, N. Y 


Western Dept.: 207 North Michigan Blvd., Chicago, Ill. 
STATEMENT JANUARY 1, 1924 





Reserve for all other Liabilities... .................ceeeeeeeees 


euadisaens Falak noses Se ebro Sons a en Ws acetal wool 66 ca: al Set snc a 
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Shuberts’ Insurance 
(Continued from page 1) 
thereby cancel any claim he has against 
the fire insurance company writing the or- 
dinary policy of inland transportation. 

“In December, 1920, the Globe & Kut 
gers issued a policy for $1,000,000 to the 
Winter Garden Company covering all loss 
or damage by fire, collision and derailment 
during transit while in the custody of any 
railroad, express, transfer or transporta- 
tion company. 

“Among the provisions of the policy is 
this clause which is customary in policies 
of the character: 

It is understood and agreed that the assured 
may accept without prejudice to this insurance 
the ordinary bills of lading issued by carrier, 
but it is agreed that the assured shall not 
enter into any special agreement with the carrier 
releasing them from their common law or statu 
tory liability. 

The Special Contract 

“The Globe & Rutgers claimed that be 
cause the Winter Garden Co. made a con 
tract for special baggage cars and agreed 
that neither the railroad company nor any 
cther carrier over whose line the property 
is handled shall be liable for loss, de- 
struction or delay to such property, un- 
less caused by the negligence of carrier, 
its employes or agent, that the policy of 
insurance was rendered void and no re- 
covery could be had. 

“In October, 1921, while the properties 
insured were being transported on the 
Grand Trunk Railroad from Toronto to 
Montreal the baggage cars containing the 
scenery, costumes and theatrical proper- 
ties insured were burned. 

“William J. Kibbe, who is the baggage 
master in charge of all transportation for 
the Pennsylvania Railroad, testified that 
in thirty-eight years it had been the prac- 
tice of all railroads to insist that theatrical 
producers sign a special contract before 
the goods would be taken for shipment by 
railroads; that in all that period to his 
knowledge all theatrical productions had 
signed such a contract preliminary to the 
shipment; that under the Interstate Com 


merce act the railroad companies were for- 
bidden to accept such properties for ship- 
ment except for execution of the contract. 
His testimony was confirmed by witnesses 
from the Grand Trunk, Lehigh Valley and 
other railroads. 


Form Prescribed by Law 


“Counsel for the insurance company 
maintained that to protect the insurance 
companies’ interest the property should be 
transported by freight. 

“). J. Shubert, testifying for the Winter 
Garden Company, pronounced this as 
utterly impractical as in the course of a 
production of a large show, traveling from 
city to city, it is absolutely essential that 
the scenery and costumes travel with the 
performers, as, in many instances, to ship 
by express or freight might mean a delay 
of hours, even of days; and therefore 
would be impractical. 

“The Winter Garden Company insisted 
that the law prescribed the form of con 
tract that a theatrical shipper must enter 
into, and, as every one is presumed to 
know the law, it must be construed that 
the Globe & Rutgers had in mind the legal 
practice of shipments when they per- 
mitted in their policy the Winter Garden 
Co. to enter into ordinary bills of lading.” 


The Insurance Company’s Side 


Martin A. Schenck, of Davis, Auerbach 
& Cornell, said to THe EAsterN UNpDer- 
WRITER : 

“The insurance company takes the stand 
that the subrogation rights against the 
railroad company were the basis upon 
which its policy was issued; that the 
rates of premium were figured on the 
agreement with the assured that it would 
not enter into any contract with the rail 
road releasing it from its lability. 

“There were more than ninety people 
traveling in the Winter Garden Co. 
These were carried by the railroad com- 
pany without any reduction in the pass- 
enger rate, but in view of the fact that so 
many traveled over its railroad at the 
same time it entered into an agreement 
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with the Winter Garden Company that it 
would furnish it with three special bag- 
gage cars and would carry its property 
free, providing that the Winter Garden 
Company would not hold it liable. 


No Declaration of Value 


“The rules of the railroad stated that if 
the Winter Garden Company desired to 
pay for the transportation of this prop- 
erty at the usual rates it could do so, on 
a declaration of its value, and in that case 
the railroad company would be liable up 
to the declared value. The Winter Garden 
Company, however, did not declare any 
value whatsoever on the show, either at 
the time of the loss or at the various 
other times during the policy period that 
the policy was carried on railroad so that 
at the time the goods were burned in 
Canada the railroad company was not 
liable to the Winter Garden Company. 

“In spite of the fact that it has re- 
leased the railroad the Winter Garden 
Company is now attempting to hold the 
insurance comyany on the policy. The in- 
surance company claims that the various 
acts of the Winter Garden Company re- 
leasing the railroad constitutes violation 
of the stipulation in the policy that the 
railroad company be not released. 

“The contention of the Winter Garden 
Company that theatrical properties are or- 
dinarily transported in these special bag- 
gage-cars would seem to be answered by 
the fact that the insurance stipulation was 
directed against such very transportation, 

“The insurance company contends that 
the Winter Garden Company has obtained 
cheap insurance upon the supposition that 
it would pay full rates to the railroad 
company and secure the railroad com- 
pany’s full liability, but that in violation 
of this obligation after getting the cheap 
insurance it obtained cheap or free trans- 
portation from the railroad company. This 
seems to be a where the Winter 
Garden Company was economical not only 
in its insurance but in its transportation.” 


case 


Auto Thefts Increase 
(Continued from page 19) 

bold that they prey upon the companies 
to an alarming extent and all members 
are respectfully urged to give the Bureau 
full support in the prosecution of the 
guilty parties wherever sufficient evi- 
dence can be gathered and a successful 
prosecution be reasonably expected. 

“The following tabulation shows the 
number of cars reported by the mem- 
bers as stolen from the Eastern Con- 
ference territory and the number located 
or recovered through the agency of the 
Bureau, during the period from October 
Ist, 1923, to September 30th, 1924, and 
for the corresponding period of the 
previous year. Your attention is re- 
spectfully called to the fact that since 
the publishing of the last report under 
date of October 25th, 1923, twelve addi- 
tional companies have been added to 
the Bureau membership, among which 
are several large companies: 

REPORTED STOLEN BY MEMBERS 
LOCATED OR RECOVERED THROUGH 
AGENCY OF BUREAU 


Stolen Recovered 

1923-24 1922-23 1923-24 1922-23 

FINED a ncenene 7,870 6,804 1,475 1,136 

1923-24 1922-23 

Reported by members as stolen 7,870 6,804 

ONE “WONG eck os so cecevcas $7,806,929 $6,868,795 
Reported by members as re- 

COI nk ina donsnqesscsecea 4,193 2,903 

Insured value....cccccscccces $4,617,883 $3,591,023 
Located or recovered through 

the agency of the Bureau 1,475 2,903 

pe eS $1,696,206 $1,439,036 

Companies reporting losses.... 115 103 

These theft losses were distributed in the 


States included within the 
territory, as follows: 


Eastern Conference 





. 1923-24 1922-23 
2. e- 
Stolen covered Stolen covered 

Connecticut ....... 2 159 3 x 
ERING ci tccsccs 20 13 21 12 
Dist. of Columbia.. 213 128 124 70 
ee 22 15 10 12 
Maryland 143 122 124 96 
Massachusetts .... 891 433 519 219 
New Hampshire... 4 ? 10 5 
New Jersey........ 630 314 521 260 
New Yorks..cccccccs 4,240 2,185 4,019 1,492 
Pennsylvania ..... 1,07 70? 1,142 606 
Rhode Island....... 151 38 106 24 
VOOR. <ciccncense 14 9 1 3 
West Virginia...... 102 52 30 15 
Location not stated 87 11 39 6 
Grand total...... 7,870 4,193 6,804 2,902 
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“Here comes the train to take us to Grandma’s. I’m 
going to watch for the funny Old Man that takes care of our 
trunk. You know, Daddy, the funny Old Man on the Fence 
you said keeps our trunks from getting lost like he keeps our 


house from gelting burned up.’ ; 


And the little girl, on her way to “visit Grandma” knows 
that their baggage will arrive safely or else the Old Man will 
pay her Daddy the value of | it. 


For the Ohio Farmers now writes Tourist Baggage insur- 
ance, furnishing the same reliable indemnity it has been noted 
for since 1848. 


If you want to find out how easy it is to be of service to the 
Daddies of other little girls, write to the home office at Le Roy. 


Ohio Farmers Insurance Company 
Organized 1848 - - Le Roy, Ohio 
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York-Antwerp Rules of 1924 


New and Amended Paragraphs as Adopted by 
Stockholm International Law Conference 
(Concluded) 


Following is the text of the new and 
amended paragraphs of the York-Ant- 
werp Rules, now called the Rules of 
1924, as adopted by the convention of 
the International Law Association meet- 
ing in Stockholm last month. It is ex- 
pected that these rules will apply shortly 
to all general average adjustments, for 
although they contain clauses which 
marine insurance men here and in other 
countries would like to see changed they 
nevertheless represent an improvement 
over the York-Antwerp Rules as the 
latter now stand and should therefore 
receive the approval of maritime and 
marine underwriting interests the world 
over. 

Rule XI1V.—Temporary Repairs 

Where temporary repairs are effected 
toa ship at a port of loading, call or 
refuge, for the common safety, or of 
damage caused by general average sac 
rifice, the cost of such repairs shall be 
admitted as general average; but where 
temporary repairs of accidental damage 
are effected merely to enable the ad 
venture to be completed, the cost of such 
repairs shall be admitted as general 
average only up to the saving in expense 
which would have been incurred and al 
lowed in general average had such re- 
pairs not been effected there. 

No deductions “new or old” shall be 
made from the cost of temporary re- 
pairs allowable as general average. 

(First paragraph new; 
the old rule.) 

Rule XV.—Loss of Freight 


Loss of Freight arising from damage 


remainder is 


to or loss of cargo shall be made good 
as general average, either when caused 
by a General Average Act, or when the 


damage to or loss of cargo is so made 
good. 

Deduction shall be made from the 
amount of gross freight lost of the 
charges which the owner thereof would 
have incurred to earn such freight, but 
has, in consequence of the sacrifice, not 
incurred. 

When the voyage is continued, credit 
shall also be given for freight earned 
on goods carried in lieu of goods sac 
rificed, less expenses actually incurred 
in earning such freight, including an al- 
lowance for extra detention of the ves- 
sel due solely to the engagement and 
loading of the new cargo. 

(First paragraph old rule, 
new.) 

Rule XVI.—Amount to be Made Good 


for Cargo Lost or Damaged by 
Sacrifice 


remainder 


The amount to be made good as general 
average for damage to or loss of goods 
sacrificed shall be the loss which the owner 
of the goods has sustained thereby, based 
on the market values at the date of the 
arrival of the vessel or at the termination 
of the adventure where this ends at a place 
other than the original destination, irre- 
spective of any sale “to arrive.” 

Where goods‘so damaged are sold after 
arrival the loss to be made good in Gen- 
eral Average shall be calculated by apply- 
ing to the sound value on the date of ar- 
rival of the vessel the percentage of loss 
resulting from a comparison of the pro- 
ceeds with the sound value on date of sale. 

(Old rule with addition of words in 
italics.) 

Rule XVII.—Contributory Values 


The contribution to a General Average 
shall be made upon the actual net values 
of the property at the termination of the 
adventure to which values shall be added 


the amount made good as general aver- 
age for property caciead if not already 
included; deduction being made from the 
shipowner’ s freight and passage money 
at risk, of such charges and crew’s wages 
as would not have been incurred in 
carning the freight had the ship and 
cargo been totally lost at the date of 
the General Average Act and have not 
been allowed as General Average; de- 
duction being also made from the value 
of the property of all charges incurred 
in respect thereof subsequently to the 
General Average Act, except such 
charges as are allowed in General Aver- 
age. 

When a ship is in ballast, 
charter, the ship and the net freight 
(computed as above) earned under the 
charter, shall contribute to general aver- 
age. 

Passengers’ luggage and personal ef- 
fects not shipped under the Bill of Lad- 
ing shall not contribute in General Aver- 


but under 


age. 

(Old rule with addition of words in 
italics. The word “port” omitted before 
words “charges and crews’ wages,” and 
words “or sacrifice” omitted after words 


“(General Average Act.) 


Rule XVIII.—Damage to Ship 


The amount to be allowed as general 
average for damage or loss to the ship, 
her machinery and/or gear when re- 
paired or replaced shall be the actual 
reasonable cost of repairing or replac- 
ing such damage or loss, deductions be 
ing made as above (Rule XIII) when 
old material is replaced by new. When 
not repaired, the reasonable depreciation 
shall be aliowed, not exceeding the esti- 
mated cost of repairs. 


Where an actual or constructive total 
loss of the ship has been caused by the 
General Average Act, the estimated 


sound value of the ship shall be allowed, 
deducting the estimated cost of repairing 
damage which is not general average 
and deducting also the proceeds of sale, 
if any. 


Rule X1X.—Undeclared Cargo 


Damage or loss caused to goods loaded 
without the knowledge of the shipowner 
or his agent or to goods wilfully misde- 
scribed at time of shipment shall not be 
allowed as general average, but such 
goods shall remain liable to contribute, if 
saved. 

Damage or loss caused to goods which 
have been declared on shipment at a 
value which is lower than their real 
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value shall be contributed for at the de- 
clared value, but such goods shall con- 
tribute upon their actual value. 


Rule XX.—Expenses Bearing Up for 


Port, etc. 


Fuel and stores consumed, and wages 
and maintenance of Master, Officers and 
Crew incurred, during the prolongation 
of the voyage occasioned by a ship en- 
tering a port or place of refuge or re- 
turning to her port or place of loading 
shall be admitted as General Average 
when the expenses of entering such port 
or place are allowable in General Aver- 
age in accordance with Rule X (a). 

Fuel and stores consumed during extra 
detention in a port or place of loading, 
call or refuge shall also be allowed in 
general average for the period during 
which wages and maintenance of Master, 
Officers and Crew are allowed in terms 
of Rule XI, except such fuel and stores 
as are consumed in effecting repairs not 
allowable in general average. 

Rule XXI.—Provision of Funds 


A commission of 2 per cent. og generai 


average disbursements shall be allowed 
in general average, but when the funds 
are not provided by any of the con- 


tributing interests, the necessary cost of 
obtaining the funds required by means 
of a bottomry bond or otherwise, or the 
loss sustained by owners of goods sold 


for the purpose, shall be allowed in gen- 
eral average. 
The cost of insuring money advanced 


to pay for general average disbursements 

shall also be allowed in general average. 

Rule XXII.—Interest on Losses Made 
Good in General Average 


Interest shall be 
ture, sacrifices and 
to general average at the legal rate per 
annum prevailing at the final port of 
destination at which the adventure ends, 
or where there is no recognized legal 
rate, at the rate of 5 per cent. per 
annum, until the date of the general 
average statement, due allowance being 
made for any interim reimbursement 
from the contributory interests or from 
the general average deposit fund. 


Rule XXIII.—Treatment of Cash 
Deposits 


allowed on expendi- 
allowances charged 


Where cash deposits have been col- 
lected in respect of Cargo’s liability for 
General Average, Salvage or Special 
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Charges, such Deposits shall be paid into 
a special account, earning interest where 
possible, in the joint names of two Trus- 
tees (one to be nominated on behalf of 
the Shipowner and the other on behalf 
of the Depositors) in a Bank to be ap- 
proved by such Trustees. The sum so 


deposited, together with accrued inter- 
est, if any, shall be held as security for 
and upon trust for payment to the 


parties, entitled thereto of the General 
Average, Salvage ocr Special Charges 
payable by the cargo in respect of which 
the deposits have been collected. The 
Trustees shall have power to make pay- 
ments on account or refunds of deposits 
which may be certified to in writing by 
the Average Adjuster. Such deposits 
and payments or refunds shall be with- 
out prejudice to the ultimate liability 
of the parties. 


Rule XXIV.—Right of Action to Re- 
cover General Average Contribution 


Any person r persons entitled to re- 
ceive contribution in General Average 
shall have a direct right of action against 
every person liable to contribute. 





FRANK H. OSBORN DIES 


Well-Known Marine Broker and Under- 
writer Dies at Age of 51; One of 
F. Hermann’s Pupils 

Frank H. Osborn, well-known in 
marine underwriting circles as both an 
underwriter and broker, died Saturday 
at his home in New Rochelle, N. Y., 
where he had been ill for several months. 
The funeral was held from his former 
home Tuesday of this week. Born at 
Greenville, Mich., in November, 1873, Mr. 
Osborn entered the marine insurance 
business with C. A. MacDonald & Co. of 
Chicago at the age of nineteen. Six 
years later he founded the firm of F. H. 
Osborn & Co. and organized the Federal 
Lloyds of Chicago in 1903. 

Five years afterwards the Federal 
Lloyds was incorporated as the Federal 
Union Insurance Company with Mr. Os- 
born secretary and general manager. 
In 1916 he joined the firm of F. Her- 
mann & Co., of New York, one of the 
greatest training grounds in existence 
for marine underwriters, and left F. H. 
Osborn & Co., which became Osborn & 
Co. When O. G. Orr & Co. succeeded 
F. Hermann & Co. at the time the 
United States entered the World War 
Mr. Osborn became a director of the 
latter. 

In 1919 Mr. Osborn and _ his brother, 
C. R. Osborn became marine managers 
for the Fireman’s Fund in this city un- 
der the firm name of F. H. & C. R. Os- 
born, and also United States managers 
of the Scandinavian-American of Chris- 
tiania. He terminated this connection in 
1922, returning to Osborn & Co., now 
Osborn & Lange, and remained with that 
organization until his death. Mr. Os- 
born was popular among marine men 
and possessed a jovial personality. He 
was an active member of several athletic 
and yachting clubs, and is survived by 
Mrs. Osborn and his brother. 





FEDERAL IN VIRGINIA 

The Federal of Jersey City was ad- 
mitted to Virginia last week. It will 
write ocean marine and miscellaneous 
lines. It was stated in the certificate of 
authority granted the company that prin- 
cipal office would be located at Richmond, 
in charge of L. B. Cox. 
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General Accident 
Opens Fine New Home 


HEAD OFFICE MEN PRESENT 


Miciow ‘Mens Miller and 
Others Came for Event; Tributes 
to Manager Richenfoes 


General 





(Special to The E astern Underwriter) 

Philadelphia, October 22.—The_ beauti- 
ful new home of the General Accident 
was dedicated here today with ceremonies 
which brought to this historic American 
city men from across the sea and repre- 
sentatives of the General Accident in this 
country from as far distant as the Pacfic 
Coast. 

It was an occasion that will live long in 
the memory of those present as_ heart 
interest and sentiment cropped out at dif- 
ferent intervals during the day. 


Meet Distinguished Men 


It all started with a reception at the 
Bellevue Stratford Hotel when the general 
agents were presented to F. Norie-Miller, 
some of whom he had known for a quarter 
of a century; to Dr. William Low, chair- 
man of the General’s board and to Major 
General Sir John Hanbury Williams, a 
director of the company, who had accom- 
panied Dr. Low and IF. Norie-Miller to 
this country. 

Major General Williams is one of the 
most distinguished soldiers of Great 
Britain, who has served in three wars, 
including the Soudan campaign, the South 
\frican war and the World War. He 
was private secretary to the war office for 
some years and War Military Secretary 
to the Governor-General of Canada for 
live years. 

lor a time he was head of the military 
mission in Russia and became an intimate 
of both the Emperor Nicholas and the 
Czarina. He has written a most interest- 
ing book entitled “The Emperor Nicholas 
as | Knew Him.” 

Ile has many decorations and orders 
and is the King’s Marshal at the Court 
of St. James. 

Dr. Low who is a member of the Order 
of the British Empire and is a doctor of 
letters is a most successful business man; 
is active in jute, in the grocery and in 
other businesses, and has been a_ highly 
successful chairman of the General’s 
board. 

lollowing the reception, United States 
Manager Frederick Richardson and the 
three distinguished guests from the other 
side went to the platform and each made 
a short address. 


Manager Richardson’s Tribute 


Manager Richardson said he had been 
associated with F. Norie-Miller for thirty- 
one years and he gave an estimate of his 
chief referring to his force of character, 
his enthusiasm, his industry and his per- 
sonal magnetism. “His hobby is the Gen- 
eral Accident,” said Manager Richardson. 

“He is never so happy as when discussing 
its affairs or engaged in service for the 
General Accident.” “He is as enthusias- 
tic about the General Accident as are a 
young wife and a young husband over 
the first baby.” 


Norie-Miller Wins Crowd 

General Manager, F. Norie-Miller, 
started his talk by calling attention to 
two of the company’s representatives who 
were seated near the front row and whom 
he has known for more than twenty years. 
They were Francis E. Henry of Ashta- 
bula, Ohio, and Michael J. Hanley, of 
Columbus, Ohio. He demonstrated that 
there was nothing upstage about him by 
referring to Mr. Hanley as “Mike,” in 
fact, there were several occasions during 
the day when General Manager Norie- 
Miller disclosed his lovable qualities and 
howed why men and women are loyal to 
‘im; for instance, during his visit here 
he went to the new building on Walnut 


of the 


Street and presented a box of candy to 
every clerk—men and women, and he also 
visited every floor of the building this 
afternoon and made a little speech in 
which he said some thoughtful things to 
the clerks expressing his pleasure in being 
able to greet them and good wishes for 
their future. 

Continuing his address at the morning 
session General Manager Norie-Miller 
explained the dreams he had when he 
made his first visit to America a quarter 
of a century ago. 

At that time his vision was that one day 
the General Accident would be doing a 
million dollars a year in premiums here. 
Those dreams have long since been realized 
as the General is exceeding the thirteen 
million dollar a year mark. 

He discussed the world-wide operations 
of the General Accident and its success in 
all parts of the globe. The premiums of 
the company in Belgium are about twelve 
million francs a year, and the company 
has had a profit there of three million 
francs a year. 

In France the company has made a profit 
every year for twenty-one years. He told 
of other countries as well. 

Discussing the American business of 
the General Accident he told of the mar- 
velous team work here and he thought that 
one reason for this was the fact that the 
General Accident had a magnificent coach 
and leader in this country. This team 
leader being Frederick Richardson. He 
then paid a warm tribute to Mr. Richard- 
son’s ability. 

Dr. Low, chairman of the General’s 
board, said that this was his first visit 
to this country and Canada and he had 
been quite overwhelmed by the hospitality 
accorded him on every side. He had only 
the highest regard for people on this side 
of the water, and the growth and prosper- 
ity of the country was pleasing to witness 
at first hand. 


Dr. Low and General Williams Heard 


Dr. Low told of the strength of the 
General Accident, and the place it occupied 
in the insurance world describing its 
growth as substantial, steady and sure. 

Dr. Low, by the way, is a cousin of 
Sir James Barrie, the novelist and play- 
wright. 

Major General Williams made a clever 


talk in which he told several very good 
stories. 


Guests at Luncheon 


Following the morning session there 
was a luncheon at the Bellevue Stratford 
which was attended by many of the most 
prominent insurance men in Philadelphia, 
including officers and general agents for 
a number of companies. 

At the head of the table in addition to 
Mr. Richardson, F. Norie-Miller, Dr. Low, 
Major General Williams were A. A. Jack- 
son, vice-president of the Girard Trust, 
Charles F. Frizzell, general manager In- 
demnity Insurance Company of North 
America; Norman R. Moray, general 
manager Hartford Accident and  In- 
demnity; Charles H. Holland, president 
Independence Indemnity Company; John 
B. Morton, vice-president of the Fire 
association; Sheldon Catlin, vice-president 
Insurance Company of North 
America; Carl M. Hansen, vice-president 
and general manager of the General Re- 
insurance Corporation; Frederick Watson, 
British Consul; Livingstone Jones, First 
National Bank of Philadelphia; Colonel 
Lyle, United States army officer, and two 
Canadian representatives of the General 
Accident. 

As the guests entered the big dining 
room they were greeted with the strains 
of bagpipe music played by Highlanders 
in costume. 

United States Manager Richardson in- 
troduced a number of men who were 
prominent in the construction of the new 
eleven story home of the General Accident 
in this country. 


He paid a tribute to each and they were 
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applauded as they stood up. The first 
was I*rank Watson, the architect, who was 
followed by the contractor. 

l‘inally he came to Patrick Finnigan who 
is construction superintendent. Superin- 
tendent Finnigan, who is a rough and ready 
hoss of men, one of the hard-fisted 
emphatic talking kind, blushed under the 
weight of Manager Richardson’s eulogy, 
especially as the U. S. Manager quoted a 
piece of poetry to illustrate Superintend- 
ent Finnigan’s power over men, and when 
he was presented with a gold watch and 
with fifty dollars in gold pieces “for his 
children at home,” as Manager Richardson 
expressed it, Finnigan was about ready 
to sink through the floor. It was a real 
live human touch that pleased everybody. 

Manager Richardson then introduced 
Vice-President Jackson of the Girard 
Trust Company, with which company the 
General Accident has had fiduciary rela- 
tions ever since its establishment on this 
continent, and he told the audience how 
the Girard Trust had seen the General 
Accident grow during the last part of the 
century. The General Accident’s first 
deposit having been ten thousand dollars. 

He was followed by General Manager 
I’, Norie-Miller, who read a number of 
cablegrams which had been sent to Mana- 
ger Richardson from all parts of the 
world. 

One of them came from F. Norie- 
Miller’s son, the deputy general manager 
of the General Accident in Perth, Scot- 
land. Others came from the managers 
of the General Accident in Belgium, 
Irance, London and Liverpool. Some of 
these men had had early association with 
United States Manager Richardson — in 
various parts of the world and they ex- 
pressed the pleasure that they had had in 
this early association. 

General Manager F. Norie-Miller then 
sketched the career of the General Acci- 
dent in the United States and told of the 
difficulties which had beset it and the 
obstacles it had met and of it triumphing 
over them, and he paid his second tribute 
of the morning to United States Manager 
Richardson speaking of the high regard in 
which he is held by the General Accident. 
General Manager Norie-Miller closed his 
talk by saying: 

“We formerly spoke of you as our 
American cousin, but now that the blood 
of your sons and ours has mixed on the 
battlefields, we feel that you are our 
brothers.” 

He was followed by Dr. Low and 
Major General Williams who made short 
felicitous addresses. The General told 
of his visit to Valley Forge and the in- 
spiring figure of General George Washing- 
ton whose simplicity he said had im- 
pressed itself upon the entire world. 

He regarded his visit to Philadelphia as 
a tonic of gladness and joy and he hoped 
that it would not be Jong before he could 
return. 


Visit New Building 

The luncheon was then adjourned so that 
the guests could go through the new build- 
ing. The guests after arriving gathered 
in the handsome room of the directors on 
the eleventh floor, which contained more 
than a dozen tremendous baskets of chrys- 
anthemums and other flowers sent by 
friends of the company and the managers. 

*. J. Shafer, of the Meeker Magner 
Agency, of the company in Chicago on 
behalf of the representatives of the com- 
pany in the field, then presented a paint- 
ing of General Manager F. Norie-Miller 


Should Make Better 
Selection in Field 


GENERAL 
General Agent Should Keep Company 
Off Bad Risks; James Mitchell and 
W. E. Barton on Drinkers 


WRITE LIABILITY 


(Special to The Eastern Underwriter) 

Philadelphia, Oct. 22—James Mitchell, 
assistant manager of the General Acci- 
dent, addressing the convention of the 
agents of the company today, discussed 
the importance of selection of risks, es- 
pecially in compensation and property 
damage insurance. He said that there 
should be underwriting in the field as 
well as at the home office and that the 
careful agent who picked his clients 
could do a lot in cutting down the loss 
ratio. 

He intimated that one way to cut 
down losses was to keep the company 
off risks where the assured is a drink. 
ing man or a high-flyer. In talking of 
fleet and similar risks, he stressed the 
importance of the agent knowing all 
about the assured and his relations with 
his drivers, and whether that relation- 
ship was happy or not. 

Mr. Mitchell took a pessimistic view 
of property damage and compensation 
experience and declared that the com- 
panies were not making money on either 
class. He suggested that the general 
agent keep a stiff upper lip in dealing 
with the chief question which the gen- 
eral agent should ask himself: “Am 1 
willing to ask any insurance company io 
do something that I would not do ny- 
self ?” 

Mr. Mitchell told how compensation 
insurance’ had been profitable when 
wages were high, but with the decline 
of wages and the difficulty of obtaining 
steady employment, the loss ratio had 
gone up. He praised the judgment of 
Mr. Richardson in not trying to double 
or treble the compensation business 
when the going was good, as it would 
have to put a big business on the books 
which would now be carried at a loss. 

He made an appeal that agents write 
more general liability and elevator busi- 
ness. 

W. E. Barton of Indianapolis, a vet- 
eran insurance producer, said that selec- 
tion was extremely difficult. He said 
that there were some apartment houses 
in his city which let it be known that 
they did not want any tenants to have 
babies, but after the tenants were once 
installed in the house the landlords could 
not prevent babies from being born. It 
was the same with men who are not 
known as heavy drinxers. The agent 
insures them and yet such men are con- 
stantly being found mixed up in auto- 
mobile accidents and upon investigation 
it was learned that they were driving 
while intoxicated and had bottles on 
their hips. 


to Mr. United States 


Manager. 

He did this in a talk which had been 
prepared by Tom Magner of Chicago 
who was ill and the painting was un- 
veiled showing that the artist had done 
his work well. 

General Manager Norie-Miller showed 
that he was very much affected and re- 

(Continued on page 36) 
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Outline Casualty 
And Surety Courses 


MANY PROMINENT SPEAKERS 


Commence Nevenher 13 and 14; Com- 
pensation Work Preliminary; Com- 
plete Automobile Course Offered 





The Insurance Society of New York 
has announced that the casualty insur- 
ance lectures will begin November 13 
and 14. According to the announce- 
ment the junior year is the beginning 
of the new course that was planned dur- 
ing the summer by the Insurance In- 
stitute of America. The intermediate 
and senior courses will be a continuation 
of the old courses. 

The first year of the new course con- 
sists of nine lectures on workmen’s com- 
pensation and thirteen on automobile in- 
surance and two on. correspondence. 
The work in compensation is pre- 
liminary, tracing the foundation and his- 
tory of this insurance from the be- 
ginning, and will include an analysis of 
compensation laws, and a detailed ex- 
planation of the policy contract and its 
coverage. 

The automobile course will be com- 
plete, embracing a detailed explanation 
of rules, rate making, experience rating 
and a study of the policy contract. 


Speakers’ Names Announced 


Rexford Crewe, the chairman of the 
casualty insurance lectures committee, 
announces that the following casualty in- 
surance men will be among those to 
lecture during the coming season: 

I. Robertson Jones, Workmen’s Com- 
pensation Publicity Bureau; Leon S. 
Senior, Compensation Inspection Rating 

3Zoard; W. J. Witschen, Commercial 
Casuz uty ; T. Y. Beams, Royal In- 
demnity; H. P. Stellwagen, National Bu- 
reau. of Casualty & Surety Under- 
writers; Fred H. Rees, Commercial 
Casualty; Richard V. Goodwin, Mary- 
land Casualty; H. I*. Richardson, Na- 
tional Council on Compensation Insur 
ance; Milton Acker, National Bureau of 
Casualty & Surety Underwriters; Calvin 
P. Reid, bl Travelers; C. A. Giffin, 

Aftna Life; U. Lyman, Attna Life & 
Affiliated LSet Mg If'red S. Garrison, 
The Travelers Indemnity; Leo H. Carr, 
National Bureau of Casualty and Surety 
Underwriters; Joseph W. Conklin, 
United States Fidelity & Guaranty; 
Winfield W. Greene, National Council 
on Compensation Insurance; G. F. 
Michelbacher, National Bureau of Cas 
ualty and Surety Underwriters; G. I 
Sweitzer, Indemnity Insurance Company 
of North America; William J. Nunan, 
Maryland Casualty; C. C. Gardiner, 
Hartford Steam Boiler; Walter B. 
Vaughn, Attna Life Insurance & Af- 
filated Companies; Nelson D. Sterling, 
Fidelity & Casualty; Frank A. Eger, In- 
demnity Insurance Company of North 
America; Charles G. Smith, New York 
State Insurance Department; J. G. 
Shaw, Travelers. 

The surety course, which will be given 
separately from the casualty, will begin 
this year on November 17th with the 
junior year of the new course, also 
planned by the Insurance Institute of 
America. 

The new course in suretyship will be 
complete and comprehensive and will re- 
quire three years’ work, similar to the 
fire and casualty courses. 








INDUSTRIAL FATALITIES 

A total of 1,780 death claims were filed 
with the Workmen’s Compensation Bureau 
of New York State during the year Octo 
ber 1, 1923, to September 30, 1924, ac- 
cording to statistics made public by State 
Industrial Commissioner Bernard L. Shien- 
tag. Two-thirds of the deaths occurred 
in the non-manufacturing industries, of 
which construction and transportation ac- 
counted for the loss of 615 lives. Slightly 
more tnan one-third of the fatalities oc- 
curred in manufacturing industries. Of 
the 1,780 industrial fatalities, New York 
City reported 1,056. 


Census Bureau Gives 
Out Accident Figures 


AUTOMOBILES KILLED 14,412 


Total Death Rate Was 14.9 Per 100,000 
Population; California Had Worst 
Record 


Statistics assembled by the Census 
Bureau covering the death registration 
area of the United States which contains 
87.6% of the total population show a 
total of 14,412 deaths from accidents in 
1923 that were caused by automobiles 
and other vehicles, excluding motor- 
cycles. 

This total represents a death rate of 
14.9 per 100,000 population, compared 
with 12.5 in 1922, 11.5 in 1921 and 10.4 in 
1920. 

California headed the list with a rate 
of 32.6 deaths per 100,000 population, and 
Wyoming was second with a rate of 24.1. 
Among sixty-eight cities for which sta- 
tistics were gathered Camden, N. J., led 
with a rate of 35.4 and Scranton, Pa., 
was second with 29.2. 

The state in which the death rate 
from motor accidents was lowest was 
Mississippi, where the number per 100,- 
000, was 4.4. Kentucky had the next 
best record wtih a rate of 6.7. Among 
cities where an estimate was _ possible, 
New Bedford, Mass., was lowest with a 
rate of 6.2, and Fort Worth, Tex., ranked 
next with 6.3. 


State Figures 


Figures by states, with the total num- 
ber of killed and the rate per 100,000, 
follows: 

California, 1,239 and 32.6; Colorado, 157 and 
15.9; Connecticut, 249 and 16.9; Delaware, fifty- 
five and 23.9; Florida, 170 and 16.2; Georgia, 259 
and 8&6; Idaho, fifty-one and 10.8; Illinois, 1,031 
and 15.2; Indiana, 433 and 14.4; Towa, 242 and 
9.8; Kansas, 217 and 12.1. 

Kentucky, 166 and 6.7; Louisiana, 158 and 8.5; 
Maine, 91 and 11.7; Maryland, 243 and 16.1; 
Massachusetts, 612 and 15.2; Michigan, 738 and 
18.6; Minnesota, 328 and 13.1; Mississippi, sev- 
enty-eight and 4.4; Missouri. 398 and 11.6; Mon- 
tana, forty-nine and 5.0; Nebraska, 123 and 9.2; 
New Hampshire, fiftv-nine and 13.2; New Jer- 
sey, 672 and 19.9; New York, 1,930 and 17.8; 
North Carolina, 258 and 9.6; Ohio, 1.078 and 17.6; 
Oregon, 120 and 14.6; Pennsylvania, 1,592 and 
17.5: Rhode Island, ninetv-seven and 15.5; South 
a 119 and 6.8; Tennessee, 171 and 7.1; 

Utah sixty, and 12.6; Vermont. forty-six and 
13.1; Virginia, 200 and 8.3; Washington, 240 and 


16.7; Wisconsin, 292 and 10.7; Wyoming, fifty- 
one and 24,1, 


Continental Casualty Issues 
New Non-Cancellable Feature 


The Continental Casualty will issue in 
connection with its present on-can- 
cellable disability policies a supple- 
mentary agreement which will provide 
ful coverage from the first day if the 
disability is so serious as to cause hos- 
pital residence and treatment. 

Continental policies already provide 
for a pavment of 25 per cent of the 
monthly indemnity from the first day 
of disability if the insured is resident 
and under treatment in a licensed hos- 
pital. This indemnity is pavable for a 
period not exceeding three months. The 
new supplement, for an _ additional 
premium, will increase the hospital in- 
demnitv from 25 to 100 per cent of the 
monthly indemnity for that portion of 
the period of hospital confinement which 


comes within the waiting period of the 
policy. 





MIMEOGRAPH IVES 


His Article on Radicalism Sent Out by 
Republican National Committee to 
Newspaper List 

The Republican National Committee 
has sent out to its mimeographed list 
part of the article of Henry Swift Ives, 
Casualty Information Cleafing House, 
published in “Credit” for October He 
appeals to the millions who hold insur- 
ance policies to arouse themselves 
against the danger which threatens their 
investments and future success should 
the radical partv in politics achieve 
power. In the mimeographed copy Mr. 
Ives is described as “an authority on in- 
surance and economics.” 





Joins Zurich 











John A. Diemand, manager of the 
eastern department of the Zurich Gen- 
eral Accident & Liability has appointed 
Russell B. Taylor as special field agent 
of the company in the Eastern states. 

Taylor is one of the best known and 
most popular members of the Zurich 

















RUSSELL B. 


TAYLOR 





organization. He is a native of Virginia, 
was born in Cape Charles and is a grad- 
uate of the University of Virginia. 

As a member of the Zurich staff dur- 
ing the past seven years, he has served 
in several capacities, such as manager of 
the Newark branch of the company, 
chief adjuster of personal injury claims, 
and is well equipped to fill the require- 
ments of his new position. 





CONSIDER COMPENSATION LAW 


Conference Will Be Held in Michigan to 
Take Up Changes; Hope to Cor- 
rect Flaws 
A conference of the members of the 
special commission appointed by Gov- 
ernor Alex J. Groesbeck, of Michigan, to 
consider changes in the state compensa- 
tion law will begin Oct. 27, at which 
times a report will probably be drafted 
to be submitted to the governor early in 

December. 

Virtually all of the information neces- 
sary has been obtained by the commis- 
sion, according to Thomas B. Gloster, 
chairman and commissioner of the state 
department of labor and industry. At 
the ensuing conference, Mr. Gloster and 
the other members of the special com- 
mission, Harry F. Harper, Lansing manu- 
facturer, and John J. Scannell of the De- 
troit Federation of Labor, will attempt 
to outline legislative steps to be taken 
to correct flaws in the existing statutes 
which have brought protests from both 
employers and employes. 


To Hold Casualty and Surety 
Club Banquet October 30 


The fifteenth annual banquet of the 
Casualty and Surety Club of New York 
will be held at the Astor Hotel on Thurs- 
day, October 30, 1924, at 7 p. m. The 
guests of honor for this occasion will 
be James A. Beha, superintendent of in- 
surance, State of New York, and Robert 
S. Binkerd, vice-chairman committee on 
public relations eastern railroads, east- 
ern presidents conference. 








REJECTS RECOMMENDATION 


New Jersey Compensation Rating Bu- 
reau Believes Council’s Rate Change 
End t Un ry 
The Compensation Rating & Inspec- 
tion Bureau of New Jersey, in a letter 
addressed to its members states that il 
has received a recommendation from 
the National Council on Compensation 
Insurance proposing the adoption of a 
certain standard rate change endorse- 
ment promulgated by the Council pur- 
suant to an action by its Rates Commit- 
tee at a meeting held July 24, 1924, 

quoted as follows: 

“Resolved, That on all compensation 
policies issued on or after October 1, 
1924, an endorsement shall be carried to 
permit of any rate change made neces- 
sary by changes in the benefit provisions 
of the Compensation Act.” 

“Several companies have filed speci- 
men copy of a form of endorsement 
carrying out the intent of this action. 

‘A review of the matter by the gov- 
erning committee of the Bureau has 
demonstrated the purpose of the forego- 
ing action to be completely and ef- 
fectively taken care of by the rating 
paragraph in the New Jersey standard 
law endorsement as now established and 
employed. Actual experience under the 
same rating paragraph indicates that it 
is entirely equal to this purpose and 
further change, or the use of a supple- 
mentary form, would seem to be quite 
superfluous. It also appears that the 
supplementary rate change  endorse- 
ment would, at least by implication, 
commit the members of the Bureau to 
a course of action which had best be 
left to determination in the light of con- 
ditions obtaining at the time of any 
change in the Workmen’s Compensation 
law. 

“For the several reasons stated above, 
the recommendation of the National 
Council has been rejected for present 
purposes and the endorsement in ques- 
tion is not available for attachment to 
policies of compensation insurance under 
the New Jersey act.” 





ORGANIZING VOTERS 
To Combat Enactment of Labor’s Com- 
pensation Law in Missouri; Will 
Come Up November 4 

Organizations have been perfected ir: 
seventy-five of the one hundred and 
fourteen counties of Missouri, and every 
city under the direction of the Asso- 
ciated Industries of Missouri, to combat 
the radical labor state fund workmen’s 
compensation law to be voted on at the 
zeneral election in the state ou Novem- 
ber 4. 

Speakers are being sent out to every 
section of the state to warn the voters 
of the menace of the bill. The employ- 
ers insist that the measure will throw 
such a burden on the industries of Mis- 
souri they will be unable to profitably 
meet the competition of manufacturers 
and industries in adjacent industrial 
states which have equitable compensa- 
tion laws. 

Besides the radical provisions for ex- 
clusive state insurance the rates of com- 
pensation provided for are far in excess 
of those paid in other states. 

The employers are facing the united 
opposition of the 400,000 qualified vot- 
ers who are members of various labor 
unions throughout the state or closely 
affiliated with union men. The drive for 
the measure is being directed by R. T. 
Wood, president of the Missouri State 
Federation of Labor, who is also man- 
ager of the La Follette campaign in the 
State. 

The last Missouri legislature failed to 
enact a compensation law. At the pre- 
ceding session the Associated Industries 
joined with a majority of the labor 
unions and obtained the passage of a 
compensation act that was acceptable to 
employers and the majority of the work- 
ers. But officials of the St. Louis and 
Kansas City building trades councils 
united with the ambulance chasing 
lawyers of the state in submitting this 
law to a referendum and it was beaten 
by the voters of the state. 
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Question Status of 
Corporate Officers 


INTERPRETATION OF POLICY 
Must Companies Pay Irrespective of 
Whether Law Entitles Them to 


Compensation or Not? 


Doubt has arisen in the minds of some 
underwriters over the interpretation of 
insuring agreement five of the compensa 
tion policy in connection with executive 
officers who are performing duties ord! 
narily undertaken by a_ superintendent, 
foreman or worker, the particular point 
of interest being whether a company 1 
obligated to pay compensation by state 
ment five of the policy irrespective of 
whether the compensation law entitl 
them to compensation. 


Quoting agreement five of the policy it 
reads: 

“This agreement shall apply to such injuric 
sustained by any person or persons employed by 
this employer whose entire remuneration shall 
be included in the total actual remuneration for 
which provision is hereinafter made, upon which 
remuneration the premium for this policy 1s to 
be computed and adjusted and also to su h 

1 


injuries so sustained by the President, any 


vice-president, secretary or treasurer of this 
emplo xyer, if a corporation. The remuneration 
f any such desin nated officer shall not be sub 
jected to a premium charge unless he is a 
tually performing such duties as are ordinarily 


undertaken by a superintendent, foreman or 
workman. : ’ 

Condition A, referring to premium adjust 
ment, provides that the premium is based upon 
the entire remuneration earned . . . excepting 
however, the remuneration of the president, any 
vice-p! resident, secretary or treasurer of thi 
employer, if a corporation, but including the re 
muneration of any one or more of such desig 
nated officers who are actually performing such 
duties as are ordinarily undertaken by a super 
intendent, foreman or workman.” 

Differences of Opinion 

Some claim that by the terms of the 
policy a company voluntarily agrees to pay 
such corporate officers the benefits pro 
vided by the compensation law irrespective 
of collection premiums. Others contend 
that the company agrecs to pay to a cor 
porate officer the benefits provided Tol 
by the compensation law if he is entitled 
to them, but not voluntarily. 

To substantiate this latter view they call 
attention to paragraph six of section fifty- 
four of the compensation law, claiming 
that by this paragraph it would be held 
that a corporate officer is not entitled to 
the benefits of the law unless he is 
specifically insured by the inclusion of 
name and reasonable payroll. 

This paragraph provides: 

“That any insurance carrier may issue pol 
icies including with employes, employers or 
executive officers of corporation who perform 
labor incidental to their occupations, such pol 
icies insuring to such employers or officers the 
same compensations provided for their employes 
ind at the same rates provided, however, that 
the estimation of their wage values respectively 
shall be reasonable and separately stated in and 
1@ded to the valuation of their payrolls upon 
which their premium is computed An em 
ployer or officer so insured shall have the same 
rights and remedies given an employe by thi 
chapter.” 

Lawyer Expresses Views 

The views of an insurance attorney 
have been sought and he has the following 
to say about the matter: “I think the 
questions involved are answered by the 
Court of Appeals in Skouitchi vs. Chic 
Cloak & Suit Co., 230 N. Y. 296. 

“In that case it was held that the 
president and treasurer of the Cloak & 

_ Suit Co., owning 10 shares of capital 
stock, who was employed as manager and 
as such performed services in packing and 
shipping and selling and delivering goods, 
and while thus engaged in his regular 
work met with an accident, was entitled to 
compensation, but that he should be paid 
compensation based on the wages received 
by him for his work as an employe and 
not as a managing official. The claim was 
remitted to the Industrial Commission to 
determine what part of his wage or salary 
was paid to him as employe and what part 
as manager. The Appellate Division had 
dismissed the claim, taking the view that 
an award could be sustained only under 

Section 54, the requirements of that sec 
tion not having been complied with. 

“The Court of Appeals said that there 


was nothing to preclude a person who was 


really an employe from securing com- 
pensation as such for injuries received in 
the course of his employment, even 
though he might hold a title as officer in a 
corporation. If he was actually employed 
to perform services as an employe, such 
as are contemplated by the Workmen's 
Compensation Law, there is no reason 
why he should not come within its bene- 
fits ind@pendent of the amendment of 
1916.” 

The court said, “The claimant was ‘em 
ployed’ as general manager. The term 
‘general manager’ is somewhat ambiguous, 
and of itself might indicate either an 
executive, an important officer, or a per 
on performing ordinary duties of an em 
ploye. The evidence and findings in this 

show that the position was of the lat 
ter class, and that the claimant performed 
ordinary detail and manual work, such as 
would be required of a typical employe. 
Under these circumstances we think that 
he was entitled to secure compensation a 
uch for injuries under the general pro 
vision of the Compensation Law, and that 
his case was not governed by or dependent 
upon the amendment of 1916.” 

Bearing of Amendment 

“At the time of this decision, Section 54 
permitted the insurance of employers who 
perform labor incidental to their ocu 
pation. Thereafter, this section was 
amended to provide for the insurance of 
executive officers of corporations, but as 
far as I can see the amendment has no 
bearing upon the reasoning of the opinion. 

“If a corporate officer is injured while 
he is doing the work of an ordinary em 
ploye, and if he is employed to do that 
work, in my opinion he is entitled to com- 
pens ation based upon whatever part of his 
salary is paid to him for doing manual 
labor. 

“In the Skouitchi case the court re 
ierred to its decision in Bowne vs. Bowne 
Co. The court pointed out that the manual 
work, in the course of which Bowne was 
injured, was merely a casual occurrence, 
and that Bowne’s position was such that 
he could not be regarded as an employe 
to whom the Workmen’s Compensation 
Law was intended to apply. 

“T think, however, that by reason of 
Section 55, if the premium were accepted 
on the proportion of an officer’s salary 
allocated to manual labor and he was in 
jured while doing any manual labor, 
pleading that he was not entitled to com- 
pensation would be estopped. 

“In my opinion there is no obligation 
under Statement 5 of the policy to pay 
compensation to a corporate officer unless 
he is entitled to it by provisions of the 
Act, and if the premium on the corporate 
officer is not collected the defense must 
be set up that he is not entitled to 
compensation.” 


ADDS TO SURPLUS 


Casualty & Surety Reduces 
Capital; To Discontinue Reinsuring 
Part of Its _ Liability 

At a special meeting of the stockholders 
of the General Casualty & Surety this 
week it was voted to add $250,000 to the 
company’s surplus. It was also voted to 
reduce the capital stock of the company 
from $500,000 to $350,000, the difference 
to be allotted to the surplus. The plan 
when complete will increase the company’s 
surplus by $400,000. Heretofore, the com 
pany has reinsured part of its liability, 
but will discontinue this practice. 

lhe company recently acquired several 
connections and the exclusive 
representation of a large number of pro- 
ducers. The volume of business brought 
in through these connections made the 
plans for increasing the company’s surplus 
advisable 


General 


igency 


TO ESTABLISH FRAUD COURT 

Establishment of a Court of Criminal 
Frauds in St. Louis will be sought when 
the new Missouri legislature convenes 
at Jefferson Citv by the St. Louis Asso- 
ciation of Credit Men according to Or- 
ville Livingstone, secretary of the asso- 
ciation. The proposed bill will be 
drafted by counsel for the credit men 
and submitted to the legislature by R. B. 
Dumbell, chairman of the association’s 
Legislative Committee. 




















NON CANCELLABLE!! 


Health and Accident Insurance 


FULL COVERAGE FROM 
FIRST DAY FOR 
HOSPITAL CONFINEMENT 


under Continental’s NEW 


Non-Cancellable Income Policy 


For Details See a Continental 
Representative or address 


CONTINENTAL CASUALTY CO. 


910 S. MICHIGAN AVENUE 
CHICAGO, ILLINOIS 


























HOME OFFICE: 
NEW YORK 


CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


Royal established reputation attracts 
business. Continued right observance of 
contract obligations renews it. 
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Independence Indemnity Contest Winners 





CHARLES H. HOLLAND 





The Independence Indemnity prize 
contest for the best methods to prevent 
automobile accidents, the outcome of 
which has been looked forward to with 
great interest by the whole insurance 
and motor field, terminated last week 
with the announcement of the first, sec- 
ond and third prize winners and the 
broadcasting of their suggestions over 
a wide field. 

The first prize was awarded to Edwin 
T. Herbig, general insurance agent, 
Cleveland, Ohio. The second prize went 
to M. J. Morris, an insurance broker of 
New York City, located at 80 Maiden 
Lane, and the third prize was won by 
Clarence T. Hubbard, of the A£tna Life 
at Hartford. The first prize amounted 
to $1,000, the second was $500, and the 
third, $250. 

When the contest was inaugurated, 
Charles H. Holland, president of the In- 
dependence, felt that among the insur- 
ance men of the country there were 
ideas that would be valuable in reducing 
the appalling number of automobile ac- 
cidents that were happening every day 
in this country. For that reason, the 
contest was limited to the insurance pro- 
fession and the results have justified the 
limitation. 

Hundreds of suggestions were re- 
ceived, they came from forty-six states 
and from Canada, Panama and Hawaii. 
The judges, Hon. Richard E. Enright, 
Police Commissioner of New York City; 
Brigadier-General Smedley D. Butler, 
director of public safety of Philadelphia, 
and W. H. Cameron, managing director 
of the National Safety Council, Chicago, 
all nationally known for their interest 
and activity in accident prevention work, 
gave the suggestions a great deal of 
thought in selecting the three of great- 
est merit. 

Edwin T. Herbig, the winner of the 
first prize, moved from Tulsa, Oklahoma, 
to Cleveland during the present year, to 
become vice-president of Whitehair 
Brothers Co., general insurance agents, 
whom he represented in Tulsa. He has 
been a close student of the safety move- 
ment, and the sttidy he has given the 
question is reflected in his suggestions 
awarded the first prize. 

Myron J. Morris, winner of the second 
prize, is treasurer of Joseph S. Blume & 
Co., Inc., insurance brokers and adjust- 
ers, 80 Maiden Lane, New York. He has 
been with the firm for six years and is 
well known in brokerage circles. 

Clarence T. Hubbard, winner of the 
third prize, is a native of Hartford and 
is connected with the advertising de- 
partment of the Aftna Life. He is also 
president of the Hartford Advertising 
Club. He has been with the Aétna Life 











EDWIN T. HERBIG 





Edwin T. Herbig, winner of the first 
prize in the contest of the Independence 
Indemnity, emphasized in his methods of 
preventing automobile accidents: educa- 
tion, regulation and punishment as the 
primary remedies, saying the greatest of 
these is education. He urged _ that 
schools, the press and motion pictures 
be enlisted in a comprehensive way to 
warn and enlighten the public. He 
recommended the standardization of 
regulations and provisions of uniformity 
in signals and rules of operation. His 
plan is as follows: 

An ever-increasing toll of disaster has grown 
out of the almost incredible increase of motor 
vehicles during the past decade. The appalling 
number of accidents necessitates practical pre- 
ventive measures to bring about a decrease. 
Unquestionably the major remedies are educa- 
tion, regulation and punishment—the first the 
most important. : : 

For the sake of the coming generations, in 
every school throughout the country, boys and 
girls should be impressed with the fact that 
the motor vehicle is a great public benefaction 
and like fire and water, it has become a_neces- 
sary element in our civilization, but is like- 
wise most dangerous when not properly handled. 

Instruction in the laws of the road and of 
the city street should be incorporated in every 
elementary course. From instilling the idea of 
precaution in the child, a most impressive 
casualty decrease will result. If our schools, 
newspapers, magazines, trade journals and mov- 
ing pictures would consistently sound their 
warning, they would exert a powerful influence 
upon the public. Not only should accidents be 
prominently reported, but causes and possible 
methods of prevention should be pointed out. 

Standardization of regulations is difficult to 
accomplish but the simple signalling with the 
left hand might well become a universal sign of 
warning. There should be uniformity every- 
where possible of whistle signals, fixed light 
signals properly back-fielded, safety zone mark- 
ings, boulevard and electric car stop locations 


and areas. Definite fixed signal equipment, 
such as stop lights, should be universally 
adopted on all motor vehicles. The automotive 
industry might well emulate the American 


Railway Association in its standardization of 
rules for the safety of train operation. 

Better regulation of overcrowded _ streets 
would decrease the accident ratio. In every 
community studies of the volume and _ location 
of traffic should be made, with recommenda- 
tions for more effective handling. Routing of 
traffic so as to bring about a separation of 
pedestrian and vehicular traffic in so far as pos- 
sible is desirable. 

The assignment of a larger number of one- 
way traffic streets in our cities would greatly 
facilitate the moving of traffic and thus redyce 
accident liability, as would the grouping _ of 
traffic into fast and slow speed movement with 
proper designation of routes. | af 

Staunch support should be given by our citi- 
zenry to the police and the judiciary when com- 
mensurate sentences for over-speeding and reck- 
less driving are pronounced. Where intoxica- 
tion is responsible for the accident no mercy 
should be shown the offender but the maxi- 
mum penalty should be imposed. , 

In addition to all penalties now imposed, if a 
driver is proved responsible for a serious accl- 





and affiliated companies for six years, is 
associate to Vice-President Remington, 
and is well known as a contributor of 
articles on insurance to System, Maga- 
zine, The Mailbag and other periodicals. 
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M. J. MORRIS 


The winner of the second prize in the 
contest conducted by the Independence 
Indemnity to reduce automobile mis- 
haps was M. J. Morris, an insurance 
broker at 80 Maiden Lane, N. Y. City. 
He suggested the extension of one- 
way street traffic, the discontinuance 
of “cruising” taxicabs, the wider use of 
centralized control of traffic by means 
of towers as in New York, the provision 
of more safety platforms and the in- 
struction in traffic rules. His plan reads 
as follows: 


With reference to your Safety Campaign 1 
respectfully submit the following recommenda- 
tions which I feel will ultimately tend to reduce 
the large number of our street and traffic acci- 
dents: 

Traffic in General—As far as practicable, ex- 
tend the “one-way” streets. This to apply to 
both north and south and east and west bound 
traffic. It is perfectly reasonable to assume that 
the possibilities of accident are minimized where 
the pedestrian has to look for traffic coming 
from only one direction. Adequate signs should be 
placed at crossings, either on the lamp posts or 
on the roadway, indicating to both pedestrian 
and driver the direction in which traffic is to go 
through that particular street. Eliminate the 
use of harsh whistles and sirens on automobiles, 


most of which, instead of warning the walker 
in reality confuse him. 
Taxicabs—Stop the “cruising”? taxicab. Main- 


tain specified taxicab parking stations, so placed 


that one could get a cab within rather short 
walking distance, or have ample telephone 
facilities at these stations. After the taxi has 


discharged its passengers the driver should be 


compelled to return to the nearest available 
station. . 
Traffic Control—Extend the system of cen- 


tralized control, ag from the towers now in use 
in several cities. 7 
Roadways—At the more congested locations 
and crossings install “‘safety platforms.”’ These 
need not necessarily be expensively built stone 


landings; they may merely be broad wiute- 
painted areas, the crossing of which by an 
automobile would be cause for arrest of the 
driver. 


Pedestrians—Eliminate ‘“jay-walking.’? Com- 
pel the walker to obey the same traffic regula- 
tions as the automobile drivers. That is, have 
both foot and road traffic moving in the same 
direction at the same time. 
Children—Teach the children in 
main traffic rules. Have traffic policemen in 
uniform visit the lower grades at periodic in 
tervals and explain to the children the various 
means of controlling traffic. We all know what 
an impression a policeman would make on the 
youngsters. Keep the school playgrounds open 


schools the 


after school hours and during vacation period 
and instill in the children the benefit of using 
these playgrounds instead of the open streets. 


Where this is not so practicable, extend the 
system of closing certain streets to traffic dur- 
ing specified hours after school. 

Drivers’ Tests—Make the driving test more 
severe, so that the really incapable driver will 








session of his motor vehicle for a period to be 
determined according to the seriousness of the 
offense. When the penalty period has ended, thie 
police department or proper authorities would 
remove the seals and permit the car to be used 
once more, 

Through the friendly warning hand of edu- 
cation, through the helpful advantage of stand- 
ardized regulations, and where necessary through 
the sterner instrument of punishment, a de- 
creased toll of distasters will be levied against 
our motor vehicle traffic, 





CLARENCE T. HUBBARD 


That there are only two ways to re- 
duce automobile accidents, namely, 
through drastic enforcement of present 
traffic and driving regulations and by 
means of some outstanding yet particu- 
lar appeal to human emotions was as- 
serted in the plan of Clarence T. Hub- 
bard, winner of the third prize in the 
automobile accident prevention contest 
of the Independence Indemnity. His 
suggestions are: 

There are only two ways by which automo- 
bile accidents can be reduced—(1) through an 
emphatic enforcement of present traffic and driv- 
ing regulations and penalties; (2) by some out- 
standing yet practical appeal to human emotions. 


r. is with the second plan that my suggestion 
deals: 


the various departments in the 
various states, a discrimination be made in the 
color of the license plates permitted car owners 
following accidents in which the car owners are 
found guilty due to negligence or carelessness. 
For illustration, a red marker is proposed for 
application in the following manner: 

When an accident occurs in which someone 
becomes injured or killed, either as pedestrians 
or occupants of others cars, the accident be 
carefully investigated. In every instance where 
the operator of the car is found guilty through 
negligence or carelessness by way of fast driv- 
ing; poor judgment; disregard; influence of 
liquor; lack of knowledge; unfamiliarity of car; 
careless condition of car, etc., the car owner 
be required whether he was the operator or not 
to turn in his existing markers and in place of 
them be required to use and display the special 
red license markers for the period of one year. 

In this way he would be stamped and recog- 
nized as one who, through his or her own fault, 
had been the cause of a serious accident. The 
psychology of being so “marked” would bring 
a greater caution among drivers and a better 
selection of professional drivers by car owners, 
for it would be manifestly a reflection against 
the owner to have a car so marked. In many 
instances the cars would not be driven until 
the time period of one year expired, so removing 
careless drivers, who on resuming driving 
would be careful due to experience suffered. 
Other car owners noting the penalty would not 
permit the loan of their cars. 

jail sentence; fine; temporary suspension of 
license, etc.—are only temporary penalties quickly 
forgotten by the public. The use of a special 
recognized marker would represent not only a 
continuous penalty but also in its use stimulate 
a respect to carefulness. It is felt better than 
the plan of “impounding” cars, as there would 
be instances where the cars so marked would 
have to be used in public—commercial cars, etc. 
and the government would not be burdened 
with the impounded cars. 


We have tried to reduce automobile acci- 
dents in appeals to patriotism; civic pride; 
threats; by rules and regulations; by severe 


penalties; and by advertising and educational 


campaigns, Let us now try and appeal to 
human emotions—an always successful, though 
direct means, of gaining response and atten- 
tion. 








gradually be eliminated. Make the punishment 
for second and third offenses more severe. By 
that I suggest not only taking the license away, 
but accompany this with a severe fine or jail 
sentence, 

Future—I have no doubt but that in future 
we shall see overhead or submerged roadways 
for our traffic, but for the present I feel that 
an extension of the plans above mentioned would 
certainly prove a saving in human life, 
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William J. Griffin 
Authority on Surety 


DIED SUDDENLY LAST WEEK 


With National Surety Since 1900; Served 
Apprenticeship in Office of Horrace 
E. Deming 
William Jay Griffin, vice-president and 
veneral counsel of the National Surety, 
died last Friday at the age of sixty as 
the result of apoplexy at his country 

estate near Scarsdale, N : 

Mr. Griffin was born in New York 
City on April -10, 1864. He was trained 
as a lawyer from childhood and entered 
the office of Horrace E. Deming as clerk 
in 1882. He entered the Columbia Law 
School a year later and was admitted to 
the bar in 1885. 

Mr. Griffin then served as assistant 
solicitor of the Title Guarantee and 
Prust Company until 1895. He became 
a member of the firm of Smith, Griffin 
and Buxton in Broo\lyn until 1899, when 
he opened his own office in Manhattan. 
He acted as assistant to the State At 
torney General, prosecuting violations of 
the State Agricultural law and later 
served as Assistant District Attorney of 
Kings County. 

He joined the National Surety in 1900 
as assistant general solicitor and, after 
a few months, became general solicitor 
and second vice president. He became 
first vice president in 1904. 

Mr. Griffin was a member of the 
United States Supreme Court, United 
States Circuit Court, United States Dis 
trict Court and New York Supreme 
Court of Appeals. 

He was a leading authority on surety 
law and his loss is deeply felt by his 
many friends and associates. 


a | . 
General Accident 
(Continued from page 32) 
ponded in his characteristic and delightful 
vein saying the occasion would ever remain 

in his memory. 
In the presentation talk prepared by Mr. 


Maener the following statements were 
made about General Manager F. Norie- 
Miller. 

“For more than twenty-three years I 
have been a humble member of this or 
ganization participating in its activities 
and helping to extend its power. I have 


seen it grow from little beginnings to great 
achievements and have seen it extend its 
operations in many lands and among many 
people. There would have been no success 
if that had not been done, and because it 
was done, we are able to celebrate the 
dedication of this splendid monument 


today. 

“Building a commercial empire is not 
inlike building a political empire. Great 
vision, great industry and great purpose 


must animate the man who makes a com- 
mercial success of a financial achievement 
as well as the man who would build a 
nation During twenty-three years there 

is been one impelling man who has not 
only used his own powers but has stimu- 
lated thousands of men to use others in 
behalf of his own enterprise. He has 
marshalled the agencies everywhere to give 
their help and advice and urged them to 
the highest endeavor. 

“The whole world was not too large for 
his operation and the poorest man was not 
below his attention and good wish, and so 
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during those twenty-three years our par- 
ticular guest of honor has promoted and 
developed this enterprise from its infancy 
to its present giant strength. 

“He is here and his monument is here. 
He is with us and his genius shelters us. 
He is Ff. Norie-Miller, general manager of 
the General Accident.” 

The new home of the General Accident 
is a credit to Philadelphia and to the com- 
pany. It is one of the best looking insur- 
ance buildings in the country, a_ fine 
example of modern architecture. The 
facade is adorned by shields in mosaic 
which represent some of the countries in 
which the General Accident transacts busi- 
namely, France, Belgium, United 
India and Canada. 


ness, 
States, 

There are also mosaics of the city 
shields of New York, Philadelphia, Perth 
and London. 

The entire front is of Indiana limestone 
and the beautiful stone carving including 
the British Coat of Arms was done by 
John Brockhouse of Philadelphia. 

The entrance lobby is a charming ex- 
ample of the plastic art of John J. Earley 
of Washington, D. C. 

Following a dinner tonight, the agents 
will assemble in convention tomorrow 
morning at the Belleyvue-Stratford and will 
later go to Atlantic City. There the 
principal banquet will be held) tomorrow 
night, 


RAILROADS DECLARE WAR 


Will Combat Reckless Automobile Driv- 
ers; Tell Them to Quit “Kickin’ 
Trains Around” 


The railroads are planning to adopt 
the Missouri hound dog policy, and in 
form motorists that “you've got t’ quit 
kickin’ our trains around,” according to 
the Indianapolis News, which goes on to 
say: 

“Legally, any person who goes on 
property owned by a railroad company, 
except at well-defined crossings, is a 
trespasser. When a driver runs into a 
train a damage suit usually follows, and 
the railroads are now planning to meet 
one suit with another. They are going 
to sue motorists who show negligence in 
driving. 

“The Great Northern is taking the in 
itiative in the war on reckless automo- 
bile drivers, and the interstate commerce 
commission has unofficial information 
that the other roads will follow.” 


STUDENTS ENTERTAINED 
Bond Class of Aetna ‘Cesite & Surety 
Concludes Studies; Other Lines 


Given Consideration 


Twenty young men who came to Hart- 
ford last July to study bond lines at 
the fourth summer session of the Aenta 
Casualty and Surety Company’s Home 
Office training course, were given a 
dinner at the Hartford Club this month. 
The occasion marsed the conclusion of 
the course, and the students were pre- 
pared to depart for their assignments to 
various field offices of the company. 

In addition to a thorough review of 
the more important forms of bonds writ- 
ten by the Aetna Casualty and Surety 
careful consideration was given to those 
forms of insurance which are closely 
related to bond coverages, such as pub- 
lic liability, compensation, check alter- 
ation and forgery, and all forms of 
burglary insurance. 
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Conn on Auto Title Law 
(Continued from page 23) 


in duplicate and deliver same to the 
donee at or before the passage of title; 
that such bill of sale shall be duly veri- 
fied before a notary public or other per- 
son authorized to administer oaths; that 
anv such bill of sale not verified before 
delivery shall be null and void and of 
no effect in law; that each person so 
receiving a used motor vehicle shall ob 
tain from the person conveying at or 
before the transfer or delivery, such bill 
of sale in duplicate, and, finally, that the 
person receiving the bill of sale shall 
within three days file one of the dupli- 
cate copies with the clerk of courts of 
the county, who shall affix his official 
seal to such instrument. Other sections 
of the act provide money penalties for 
the failure to observe the several re- 
quirements. 

Phe authorities are plentiful that 
courts always look to the language of a 
statute, its subject matter and the wrong 
or evil it seeks to remedy or present, or, 
in other words, the purpose sought to 
be accomplished by its enactment, to de- 
termine whether a transaction governed 
by such statute is void if the statutory 
requirements be not followed, or whether 
(there being no direct provision making 
such transaction void) the penalty pro- 
vided by the statute for the failure to 
observe it is all that is to be enacted. 

A distinction has been recognized be- 
tween statutes designed for the protec- 
tion of the public and those designed 
primarily for the raising of revenue. 
The courts are in accord that where a 
statute is enacted to protect the public 
against fraud or imposition or to safe- 
guard the public health or morals, a con- 
tract in violation thereof is void, ever 
though a money penalty also is exacted. 

The statute under consideration is not 
a revenue raising statute. No fees ot 
anv consequence are paid ofr afe pay- 
able. It was not designed to prevent the 
sale of automobiles. Its sole purpose 
was to prevent, in so far as possible, the 
stealing of automobiles, which, because 
of the opportunity to commit the crime 
and escape detection, unfortunately had 
become and is still so prevalent as to be 
classifiable as a near-industry. The 
declaration of the General Assembly 
which passed the act is that its purpose 
was and is to prevent traffic in stolen 
Cars. 

In view of the requirement of the 
statute that a bill of sale shall be veri- 
fied before it can have force and effect, 
how can it be said that no bill at all 
may have force and effect? Omission 


of action is not action. Non-perform- 
ance is not performance. Failure to do 
a thing is not the doing of it. The ab- 
sence of a paper is not the equivalent 
of a paper. As title cannot pass without 
a verified bill of sale and in this trans- 
action no bill of any kind or character 
was executed by the donor or filed by 
the donee (plaintiff), how can it be 
claimed that at the time of the theft 
plaintiff was the sole and unconditional 
owner of the car within the meaning of 
the policy? 


Conditions Must Be Upheld 


Conditions in policies are part of the 
consideration. Tor a small premivm an 
insured obtains a large protection. A 
recovery on an insurance policy in the 
face of a violation of the provisions of 
the policy has the effect of penalizing 
the prudent and careful policyholders 
for the benefit of the careless and negli- 
gent one. This is so, since insurance 
companies are merely clearing houses 
for their policyholders. Such companies 
primarily bring no property into the 
world. Insurance companies are trus- 
tees of an express trust and the payment 
by the officers of such companies ot 
questionable bills and charges is as 
reprehensible as would be the squander- 
ing of trust funds by bankers, admini- 
strators, guardians or other trustees. 


Insurance contracts as a rule are plain. 
They follow standard forms. In some 
states policy forms are settled by statute. 
While Ohio has not provided a statutory 
form of policy, practically all policy 
forms in use in this state are in line with 
the accepted forms of other states. The 
one in suit is the standard form. Plain- 
tiff under the law was required to know 
the contents of her policy. If in doubt 
as to its scope and extent, it was her 
duty to consult some one who could ad- 
vise her. An explanation to the agent 
of the company of her so-called owner- 
ship at the time he was directed by the 
husband to change the name of the in- 
sured would have resulted either in the 
cancellation of the policy or in in ac- 
curate endorsement being made thereon. 
If the latter had been made, the com- 
pany would have been estopped to plead 
the ownership clause. Thus both parties 
would have been protected and the loss 
of this car, which was stolen the next 
day after the endorsement was placed 
on the policy, would have been sus- 
tained by the party who, having full 
knowledge of the facts, assumed the 
risk. No fraud on the part of the com- 
pany or its agent is plead, nor could any 
be set up under the conceded facts, and. 
this being so, the policy conditions must 
be respected. 
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Purposes And Plans 
Of Metropolitan 


J. SCOFIELD ROWE’S LETTER 





Outlines Position Company Is to Hold; 
Aim Is to Please Representatives 
and Policyholders 





President. J. Scofield Rowe of the 
Metropolitan Casualty has sent a letter 
to its agents, managers and representa- 
tives, announcing the plans and purposes 
of the company. Mr. Rowe’s letter 
reads in part as follows: 

“The capital stock of your company 
has been increased from $750,000 to $1,- 
000,000. $500,000 has been added to the 
surplus to finance adequately the com- 
pany’s rapidly increasing business. 

“At a recent meeting of the board of 
directors J. Scofield Rowe was elected 
president of the company, succeeding 
Eugene H. Winslow, who voluntarily re- 
tires after a distinguished service of 
more than fifty years. 

“The financial control of the company 
is in the hands of the agents’ friends 
who are prepared to follow through at 
such time as a healthy and legitimate 
growth may require additional financing. 

“We have no desire to make the 
Metropolitan the largest in the world, 
for mere bulk often implies grossness of 
fiber and lack of quality. 

“Our main ambition is to make the 

Metropolitan liked and highly esteemed 
by its employes, agents and policyhold- 
ers, and if this can be accomplished a 
spontaneous and healthy growth is cer- 
tain. 
“We hold that an army of satisfied 
policyholders is an invaluable asset 
carrying more potential power than ex- 
tra and unused millions. 

“No company’s service or organiza- 
tion was ever so perfect as to defy im- 
provement. Cheerful, intelligent team- 
work is vitally essential; and if policy- 








holders are to be satisfied and inspired 
with confidence, we must have a loyal 
and efficient company staff and agency 
organization. 

“In all your dealings with the com- 
pany you are assured an absolutely 
square deal, and we promise you active, 
helpful and sympathetic cooperation. 

“We propose to guard well and to 
strengthen by further achievement the 
enviable reputation of the Metropolitan 
for insurance service based upon honesty 
of purpose, demonstrated by liberal and 
progressive administration. 

“We are giving you our full confidence, 
with every assurance that we shall have 
yours in return. We need your whole- 
hearted cooperation and shall welcome 
helpful suggestions looking to the wel- 
fare and advancement of Metropolitan 
interests. 





CAN’T SELL SECURITIES 

The Missouri Supreme Court citing 
in bans at Jefferson City on Wednesday, 
October 15, issued a preliminary writ 
of prohibition temporarily restraining 
Circuit Judge Vistor H. Falkenheiner of 
St. Louis, Mo., from entering an order 
directing Superintendent of Insurance 
Ben C. Hyde of Missouri to sell $275,- 
000 in securities deposited by the Equi- 
table Surety Company with the Missouri 
Insurance Department for the protection 
of the policyholders of the company, 
which some time ago was adjudged in- 
solvent and is now in the hands of re- 
ceivers., 





NAT. SURETY PAYS SHORTAGE 

The National Surety Company has 
handed to State Treasurer Harry Mul- 
inix of Colorado, checks for $8,007 and 
$14. This money is to reimburse the 
state of Colorado for the shortage oc- 
curring while Alfred E. Bent was treas- 
urer during 1907 and 1908. Bent’s per- 
sonal bondsman took out an indemnity 
bond with the National. The district 
court passed on the case holding the 
Londsman liable. 
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Liability, Owners’ Construction 


Liability, Teams Property 





Answers Fidelity 
Insurance Objections 


CONFIDENCE OFTEN ABUSED 





Globe Indemnity Gives Agents Sales 
Arguments In Its Monthly Agency 
Bulletin 





Four answers to four leading fidelity 
insurance objections that the agent 
often hears are contained in the official 
publication of the Globe Indemnity. 
They are: 

Q. Why should I bond employes whe 
have been with me from five to fifteen 
years, whom I know intimately, and in 
whom I have every confidence, A. 
Because this confidence is frequently 
abused. The largest defalcations in the 
history of business were only made pos- 
sible by the opportunities afforded 
through the very great trust in which 
the employe was held. Most men are 
honest, but many succumb to tempta- 
tion. You insure your property against 
fire; it is equally important to insure 
the proper handling of your money and 
securities by employees. 


Q. I believe that my accounting 
system is the best that can be installed; 
I have never sustained a loss, and do 
not think I could sustain one with the 
checks and supervision I employ. A. 
There never has been an accounting 
system devised which a clever crook 
cannot beat. Remember that an expert 
thief is a very resourceful person, and 
were it not for the fact that there is a 
“kink” in his mental make-up, and if 
his abilities were directed in the proper 
channel, this person would, in the ma- 
jority of cases, be the most valuable 
employee you could find. This is proven 
by numerous concrete examples in every 
business community. 

Q. Why am I not safe in accepting 
personal bonds from relatives or friends 


of my employes who are thoroughly 
solvent? A. Corporate bonds are far 
superior to individual bonds because in- 
dividuals die or meet with reverses 
rendering their guarantee worthless. 
The moral effect of a personal bond is 
negligible because the bondsman signs 
essentially on the ground of friendship, 
and the employe knows that in case of 
trouble he might escape prosecution 
through sympathy. Corporations de not 
die and surety companies are subject to 
frequent examinations by the United 
States and state insurance departments. 
They publish statements and you can al- 
ways ascertain by investigation whether 
a company is in good financial condition 
and able to meet its losses. Companies 
are in business for the very purpose of 
furnishing bonds while individuals are 
not, and the laws require every company 
to set up reserves to meet losses. 

Q. What is the cost of fidelity bonds 
as compared to other forms of insur- 
ance? A. Any kind of properly-writ- 
ten insurance, whether it be fire, liabil- 
ity, compensation, credit or otherwise, 
might, as happens almost daily, be the 
means of guaranteeing the financial suc- 
cess of the assured and even the pre- 
vention of bankruptcy. Fidelity bonds 
are equally important as a form of 
necessary proteciton. Many institutions 
have been wrecked: by a single de- 
falcation. $500,000 worth of fidelity 
bonds, costing $1,250 wculd be ample 
protection for many corporations with 
several million dollars invested capital. 
A comparison with the cost of other 
necessary forms of insurance will show 
that the price of Fidelity bonds is as 
low, if not lower, than that of any of 
the others. 





OFFERING 10% BONUS 


The accident and health department 
of the Commercial Casualty is offering 
a special 10% bonus for new accident 
and health business produced during the 
period October 1 to December 31, 1924. 

















THE SUPER-SERVICE COMPANY 














Large Verdicts 


are getting to be common and brokers and agents whose business success 
depends on the satisfaction of their policyholders cannot afford to rely 
altogether on higher policy limits. Their duty to their clients requires a 
certainty of the insurance company’s financial responsibility, the clearness 
and fairness of its policy contracts and its reputation for prompt and satis- 
factory claim settlements, inspection service, ete. 
Agents and brokers who place their business with the London will never 
have anything to explain away. 


super-excellent service 
satisfied customers. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 





The London’s well known reputation for 
gives positive assurance that they will always have 


United States Manager 






C. M. BERGER 
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Development Of 
Specialty Salesmen 


IN FORGERY INSURANCE LINE 


Larger Number of Sales Made By Spe- 
cialty Men Enabled Fair Reduc- 


tion In Commissions 


In commenting upon specialty sales 
men organizations E. M. Milburn, resi 
dent vice-president and regional man 
wer of the forgery bond department of 
the National Surety, says that many oft 
our brokerage firms who are most sux 


ssful today, date back to the years 


when fire insurance upon property and 
burglary upon the safe and contents 
were almost the only coverages that an 


insurance broker could supply for his 
clients. “Most of the clients that the 
brokers secured were for fire lines first, 
and then as an added service, the broke 


added various other lines, building up 
a general line clientele.” 
Continuing he stated: “Naturally 


there grew up the determination § to 
erve clients in all lines. But with the 
growth and development of various new 


forms of coverages, till there are today 
literally hundreds of different forms ot 
business insurance that can be sold, it 


became a physical impossibility for any 
single man to so familiarize himseit with 
all the lines that he could sell them 
all as well as one line. 


Developing “Specialties” 


“Insurance then began developing 
‘specialties’ which required a considet 
able technical knowledge to sell intelli 
gently. Some of the larger brokerage 
offices met this proposition by establish 
ing special departments and deputizing 
some of their younger clerks to make 
special studies of individual coverages. 
But even this did not always work out 
atisfactorily. “loo often the specialists 
had too little data to work upon and too 
little contact with selling that 
form of protection. 

“Our forgery department 


others 


undertook 


the work of cooperation with the insur 
ance brokers of New York City in the 
selling of forgery bonds as it was be 


lieved that 
too many other 


insurance brokers had 
lines and had their time 


most 


so taken up with serving; their chents 
on old established coverages that they 
would not have the time to make a suf 
ficient study of the foregry bond to sell 
it upon a scale in proportion to” the 
risks being run by their clients from 


the crimes of 
checks. 

“This department had a force of highly 
trained specialty salesmen instructed in 


forgery and alteration of 


the best ways of selling the forgery 
bond, with the highest percentage of 
success. These men were successful in 
the sales because they were devoting 
their entire time to the study of the 
forgery bond and were not diverting any 
portion of their attention to any other 
line of insurance. In other words they 
were exclusive specialty salesmen, work- 


ing upon a commission basis solely, and 
dependent upon each day’s success for 


their income, and therefore accustomed 
to success in the sale of this particular 
bond. 


Reduction of Commissions 

“These men consented to a reduction 
of commission in consideration of the 
help that it would be to them to have 
the introduction from the broker to his 
ewn clients and the prestige they gained 
through the brokers’ long 
with these firms during the 
handled their fire and 
other insurance lines. 

“Securing enough men who were will 
ing to accept this arrangement to make 
a start, we next put the proposition be- 
fore certain brokerage houses; and 
showed them how their other lines took 
such a large percentage of their time 
that it was impossible for them to give 
the time and thought necessary to 
properly market a specialty like the 
forgery bond, cited examples to show 
that wherever the broker attempted to 


association 
years he had 
burglary and 








G. A. GORTSCHIUS, President 


GREENE & GOETSCHIUS, Inc. 
83 MAIDEN LANE, NEW YORK 


CHAMBER OF COMMERCE BLDG., NEWARK, N. J. 


ALEXANDER GREENE, Vice-Pres. 





We mvite inquries from agents atin desirable business 





l:astern Managers: 


NORTHWESTERN CASUALTY & SURETY CO. 





Vetropolitan Automobile Managers: 
FIREMAN’S FUND INSURANCE CO. 
HOME FIRE & MARINE INSURANCE CO. 








sell this special coverage direct the re- 
sult was usually much fewer clients 
bonded than should be covered, and the 
bonds were generally for a much smaller 
amount than needed to adequately pro 


tect the bank balances of the companies 
bonded. 
“Most brokers have been quite ready 


to see and recognize the logic of this 
position and to agree to accept a re 


duced amount of commission (or else to 


pay the specialty salesmen out of their 
commission) in order to get this large 
volume of business upon their books. 


In actual practice it has worked out 
that the brokers who have accepted this 
plan have secured much larger profits 
on the greater volume at a less commis 


sion. Also the plan has worked out 
to the interest of the specialty salesman, 
as the broker’s introductions have en 


abled him to save time, see more people 
and close a larger percentage of cases. 
So the idea has worked out to the ad 
nanan 
vantage of both parties. 
x ok Ok 


PAPER OFFERS POLICY 


The Baltimore “American,” a Hearst 
newspaper, is offering new and old sub 
scribers a $1,000 travel accident policy 
fora 75 cent fee and a year’s subscription 
to the paper. 


ast growth 
in Burglary 
business is 
due to good 
service 


ZURICH 


General Accident & Liability 
Insurance Co., Ltd. 


HEAD OFFICE, Chicago 


EASTERN DEPT., New York 


H. F. WATERBURY HONORED 


In celebration of forty years of ser- 
vice, the longest term in the history of 
the company, Harry If. Waterbury, as- 


sistant secretary of the 
tendered a 
the officers and 
company. The 


American Surety, 
luncheon last week by 
junior officers of the 
affair took place in the 
private dining rooms on the top. floor 
of the company building at 100 Broad- 
way. Mr. Waterbury joined the Amer- 
ican Surety three months after its or- 
ganization in 1844. Although thus hold- 
ing the record for the longest term of 
service he is closely pressed for the 
honor by a number of men and women 
who have been his fellow workers for 
more than thirty-five years. 


Was 


OFFERING REWARD 


Ten thousand dollars reward has been 
offered for the recovery of $100,000) in 


Liberty Bonds stolen from the Liberty 
Central Trust Company, Broadway and 
Oliver Street, St. Louis, on October 1, 


by the six insurance companies on the 
blanket bond protecting the bank. The 
insurance companies are: United States 
Videlity & Guaranty, Aftna, National 
Surety, American Surety, Fidelity & 
Deposit and the Fidelity & Casualty. 
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Five Points For Stock 
Company Agents 


AS SEEN BY A. :3 KIRKPATRICK 


Chicago Man Replies to Attacks and 
Arguments of Reciprocals and 
Non-Agency Mutuals 
“Selling Stock Company Insurance by 
Public Education” was the title of a 
paper delivered this week beforé Okla- 
homa agents by A. L. Kirkpatrick, of 
the Casualty Information Clearing 
House, Chicago. He suggested that 
stock company agents always keep be- 
fore them five points which the public 

should be taught. They are: 

1. The necessity of purchasing sound 
insurance and the dangers of unsound 
insurance; that “good insurance isn’t 
cheap and cheap insurance isn’t good.” 

2. That the stock company plan of- 
fers the greatest possible security. 

3. That the rates charged by the 
stock companies are based upon years 
of experience and allow only for actual 
expected losses and expenses and a fair 
profit to the company. 

4. That an agent renders a real and 
valuable service. 
5. That the 
like other 
learned that 

best.” 


companies and ageuts, 
successful businesses, have 
“he profits most who serves 


Carefully Planned Publicity 
Continuing, he said: “The only way 
| know of getting this message across 
is by means of a patient, constant and 
carefully planned publicity campaign. 
The mutuals and reciprocals wouldn't 
have a chance if the public knew all of 
the things that we know. But no one 
is going to tell the story if the insur- 
ance men won't. 

“We are being constantly attacked, but 
we are doing nothing to defend our- 
selves. Every non-ageney mutual or re- 
ciprocal claiming to write insurance ‘at 
cost,’ either openly or by inference says 
that the stock companies are overcharg- 
ing the public. Every policy which is 
sold by mail or by a traveling solicitor 
is an inplication that the services of a 
local agent are not necessary and there- 
fore that he doesn’t earn his commuis- 
sion. Every mutual or reciprocal which 
claims to be able to sell insurance 
cheaper because of more careful selec- 
tion of makes a charge either 
against the ability of our underwriters 
or the accuracy of our rating methods. 
All of these charges are made and _ re- 
peated over and over again every day 
of the year. Is it any wonder that the 
public begins to believe there is some 
truth in them? Doesn't our silence give 
the public some reason for believing 
these charges correct? Is it any won- 
der that when you argue before a pros- 
pect in defense of your higher rate and 
the necessity for stock company protec 
tion and agency service that he looks 
upon you with suspicion ? 

“The matter of dealing with the mu- 
tuals and reciprocals is relatively simple 
compared with some of the problems 
with which we have to deal as a result 
of our failure to command public confi- 
dence. Every time a state legislature 
meets, our business is subject to attack 
and numerous efforts are made to pass 
laws which would be detrimental to. it. 
We are constantly confronted with the 
threat of State Funds to carry work 
men’s compensation insurance, often to 
the exclusion of private companies. The 
right to make a profit from the business 
is denied. The companies are accused 
of charging exorbitant rates, making un- 
just claim settlements, of rendering in- 
adequate inspection and accident pre- 
vention service and of failure to give 
proper consideration to the interests of 
either the employer or the employee. 
And the only answer we make to all oi 
these charges is in the form of a hot 
fight against the bill at the time it 1s 
under consideration. Then it is too late. 
Success in defeating a bill by such meth- 
ods is only adding weight upon the 
safety valve. We have not removed the 
pressure of public opinion.” 
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For it’s Tommy this, an’ Tommy that, 





abe an’ “Tommy wait outside;”’ 











But it’s ‘Special train for Atkins,’”’ 
when the trooper’s on the tide. 
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HIS sums up the attitude of many a business man toward an insurance agent. 
It’s too often, “‘busy’’, “in conference’, or “out of town”, when the agent 

.. ) Sage 7 , § 
calls to persuade him to protect his income from being cut off and his savings 


from being drained by an accidental injury. 
But it’s “Bring him right in” when the agent calls 


at his home (if he finally 


bought the policy) to deliver the welcome check from the insurance company. 
Some time in the near future, a representative will call on you to present a 


Travelers Accident Policy which pays: 


$50.00 a week as long as you are totally disabled 


by accidental injury. 


$25.00 a week, if you are partially disabled, up 


to 26 weeks. 


Extra sums for surgical or hospital treatment. 

$15,000 for loss of life, or two arms, or two feet, 
or sight of both eyes, or one hand and one 
foot, as the result of an accident. 


The policy costs less than a dollar a week. 


These payments double if your death or injury is sustained in certain specified 
accidents. They are guaranteed by The Travelers Insurance Company, the first 


and largest accident insurance company. 


You will be very glad to have him call at your home to deliver a check, if 


you get hurt in an accident. Welcome him to your office, when he calls, so that 


you can count on his assistance when you need it. 


THE TRAVELERS INSURANCE COMPANY 
L. F. BUTLER, PRESIDENT 


THE TFRAVEELERS 


HARTFORD, CONNECTICUT 


Tue TrAvELERS INDEMNITY CoMPANY 
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BUSINESS DEMANDS SUCH STABILIZING 
FORCES AS WILL MAKE ITS OPERA- 
TIONS SECURE. 


SOUND INSURANCE AS SYMBOLIZED 
IN THE RED ROYAL SHIELD IS ASSIST- 
ING MEN OF COMMERCE TO CARRY 
THROUGH THEIR OBLIGATIONS WITH 
CONFIDENCE AND CERTAINTY. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager 
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